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WHAT BRADLEY HAS DONE TO PROVIDE 
better Hardwood Floors 


The secret of why Bradley Pre-finished [> 






















(Straight-line) Hardwood Floors enable you 


to deliver a better hardwood floor at a sub- 


stantial saving, is shown at the right. CARDINAL POINTS 
OF SUPERIORITY 


Th ° ° hb 
e convincing proof of how much better 1. Straight-lindfipping. 


Bradley Pre-finished (Straight-line) Hard- 2 Machine Aanding—steel wool polishing. 


d grain. 
quality filler, rubbed in. 


wood Floors actually are, is impressively illus- 3 No ra 
4 Be; 
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trated below. 





pp penetrating finish seals wood pores. 





inish dries evenly in “controlled weather.” 
Final polishing by high-speed brushes. 
$ Heavy-bodied wax, machine buffed. 


9 Uniform color; rich, lustrous, lasting beauty. 
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At no time within the life of 
our operations has our deter- 
mination to make a superior 
product been more successfully 
accomplished than in Bradley 
Pre-finished (Straight-line) 


Hardwood Floors. 


Though still unable to say when a normal 
supply of Bradley Pre-finished will be avail- 


able, we invite dealers to anticipate the day 
R A DLE ¥ E we can accept orders by writing for informa- 


_ Pre-finished _ Pre-finished — tion and specifications. 


STRAIGHT LINE.” BRADLEY LUMBER CO. of -:éancas 
HARDWOOD FLOORING Warren, Arkansas 














DE 


e of 
ter- 
rior 
ully 
lley 


ne) 











ARTHUR A. Hoop 
Editor 


WILLIAM S. MILBURN 
Managing Editor 


RICHARD W. DOUGLASS 
BARBARA FERRY 

L. MorGAN Yost, AIA 
Associate Editors 


R. Y. KERR 
Washington Editor 


J. F. SCHAFFHAUSEN 
Farm Building Consultant 


Audit Bureau 
ABE) of Circulations 
Member 


HERBERT A. VANCE 
Publisher 


WILLIAM E. VANCE 
General Manager 


J. R. HANNON 
Circulation Manager 


W. G. SIMPSON 
Advertising Manager 


J. P. AUSTIN 
Western Manager 


E. W. CHAPMAN 
Eastern Representative 


G. BERT FOSTER 
Southern Manager 


L. J. POHLMANN 
MILTON D. PRICE 
Mid-West Representatives 


PUBLISHED EVERY OTHER WEEK at 
139 North Clark St., Chicago 2, Ill. 
Telephone Central 1281 @ OFFICES 
IN OTHER CITIES: 175 Fifth Ave., Room 
1601, New York 10, N. Y., Telephone 
Algonquin 4-1145 @ 3000 39th Street 
N. W., Washington 16, D. C. @ 4457 
Stuart Bldg., Seattle, Wash. @ 822 
Perdido St., New Orleans 12, La., Tele- 
Phone Canal 2604 @ Terms of annual 
subscription, postage paid: United 
States, Canada, and Mexico, $3. 
All other countries in the Universal 
Postal Union, $6. Single copies, 25 
cents, except Reference and Directory 
Number which is $1. Copies of issues 
Prior to the current year, if available, 
$1 each. In changing address, give 
old as well as new address. 


NOTE: All subscribers receive a MAIL 
notice, from the publishers, in advance 
of the expiration of their subscriptions. 


Copyright 1947 by American Lumberman, 
Inc. 


Established 1872—Oflee of Publication, 


AMERICAN LUMBEBMAN & BUILDING sengers MERCHANDISER. Published every other week by American Lumberman, “ea 





Clarz Street, Chiesgo 2, LL Entered as seeond-ciass matter Oet. 2, 1946 at the Post 
. Illineis, ander the Ast of Mare 8, 1879. 









Bur.oinc PRopucs MencHanoisei 


FOUNDED 18673 


Contents for sune 7, 1947 


News and Trends. . . 
Letters to the Editors........................ D  cicuen eck binee 12 


Editorial—Cultivate the Willingness to Buy While There Is Still the 
Ability to Buy! . , 43 


Master Merchant—Organized for Profit....................... 45 


How one company’s effort to serve the home owner and the small 
builder has met with success. 


i a ie ee ene ae 50 


Dealer successfully carries out plan to give GI’s a real chance to 
find their own place in the business. 


Two Markets for Home Building.......................020000. 53 


The importance of studying those who are first building and 
those who want larger homes to know what the field offers. 


Management Series—Organizing Operational Employees.......... 54 


By making a definite outline of the task of each employee, deal- 
ers can have a more effective organization. 


Attracting Walk-In Trade.............: ee Te eT te 58 


With aggressive merchandising, this dealer capitalizes on prize 
location and draws passers-by. 


Salesmanship Series—Selling Related Items..................... 62 


Increase your income by building sales higher, wider and thicker. 


How a Small Town Dealer Does a Year-Around Volume Business... 64 


Ideas on doing a real packaged selling job and keeping workers 
busy during all months of the year. 


New House Plans........................ ea fepla eee 68, 70 
I SN icc eeseceeenca tees te eee whhnwns 77 
i MED... 15-160 cdv sere causes suena end ae eoremee 78 
What's New?—Products, Literature, Sales Aids.................. 80 
ee ere ee re 89 
8 cas waasucesudnewenbervaeeonuewen 92 
ee eee 
Index to Advertisers................ ee ee ..... 18 


THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities. 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
























The one big difference between small homes of 1940 and 
the small homes of 1947 is in the area devoted to windows. 


Homes like this two-bedroom job have become the rule, 
rather than the exception. 


Here Andersen a help achieve the feeling of 
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MODIFIED CONTROLS WILL BE ANNOUNCED very shortly. 


These are likely to shape up something like this. Present limitation 
of 1,500 square feet on new homes may be extended to around 
2,000. ‘Single bathroom” clause would be dropped and $400 ceiling 
on repairs lifted. Ceiling of $1,000 on commercial construction will 
be doubled. In addition, restrictions on nonhousing, now limited 
to 50 millions weekly, will be stepped up an additional 10 to 15 
millions weekly. 


HOUSING SHORTAGE IS WORSE than a year ago in the opinion 


of James C. Downs, Jr., president of the Real Estate Research Cor- 
poration. And it will be still worse 60 days from now, Downs told 
the National Association of Housing Officials in Chicago. Reasons: 
more people are earning more money than ever before, giving us 
more new home prospects every day. At the same time builders 
are afraid to start new construction because of high costs. 


ROCK LATH PRODUCTION IS INCREASING and will show a sub- 


stantial pickup by fall, the Gypsum Association reports. Step-up 
in paper output due to opening of four large new paper mills in 
late summer is responsible for this optimism. Meanwhile, Martin 
C. Huggett, executive vice president of the Chicago Metropolitan 
Home Builders’ Association, estimates 1,000 new homes in the 
Chicago area are delayed because of the shortage of rock lath plus 
insufficient force of lathers and plasterers. 


PAINTS ARE OUT OF PRICE LINE in relation to generally rising 


prices, the National Paint, Varnish and Lacquer Association reports. 
They are 29 percent higher than they would be if paint prices had 
risen normally in relation to generally rising prices. And they 
would have to fall 33 percent to get back into line with a 16 percent 
drop in general prices. Lumber price distortion, according to U. 5. 
Department of Commerce, amounts to 23 percent. A price drop of 
31 percent would be necessary to adjust lumber to a 16 percent 
lower general price level. 


HOME CONSTRUCTION is now going at the rate of 700,000 


units for 1947. Sufficient houses are underway to keep the industry 
working near top speed during the third quarter. New permanents 
starts for the first quarter numbered 137,100 compared with 139,600 
for the first quarter of 1946. 


IN CONTRAST TO FOREGOING REPORTS, both applications and 


approvals for non-residential building under VHP-1 increased dur- 
ing the four weeks ending April 24. Applications averaged $85,- 
000,000 and approvals averaged $60,000,000 per week compared 
with $76,000,000 and $51,000,000 respectively in the preceding four 
weeks. 


SHORTAGE OF ELECTRICAL WIRING DEVICES is still critical, 


1ltthough output for the first quarter surpassed the previous all- 
time peak reached in 1941. Manufacturers blame shortage of raw 
materials for failure to reach earlier estimates of production. 
Critical materials are steel, phenolic resin molding compounds and 
components such as screws and porcelain bodies. 


RENT CONTROL OUTLOOK is that there is small likelihood 


of a 10 percent increase across the board. More likelihood of 
approval of a landlord-tenant agreement on a 15 percent increase 
on leases running through 1948. States and communities will have 
more latitude in making their own rent rules. 
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RUMOR 


Washington sources expect 
controls will be lifted soon 


REPORTS from Washington, 
which are considered reliable, say 
that the Office of Housing Expe- 
diter and the last government con- 
trols will be eliminated before the 
current session of Congress closes. 

There are several ways this ac- 
tion may be taken but a slashing 
of the budget is believed to be the 
most likely. 

Removal of these controls, long 
sought by retail lumber dealers is 
expected to inspire a substantial 
building revival. The Wolcott Bill, 
already passed by the House and 
awaiting Senate action, will take 
care of the restrictive program now 
in effect if the House appropria- 
tions subcommittee’s proposed with- 
drawal of operating funds is sus- 
tained by Congress. 

American Legion, representing 
the largest group of veterans, 
which has been hot and cold on the 
Wolcott Bill, at last came out un- 
equivocally for the bill. 


NON-FARM FINANCING 


FHA produces figures to show 
lending activity levelling off 


ALTHOUGH the nation’s volume 
of non-farm real estate financing 
during the first quarter of 1947 
was substantially greater than in 
the same months of last year, a 
study of recent reports indicates 
that such lending activity is fur- 
ther levelling off, states the Federal 
Home Loan Bank Administration. 
The figures are confined to mort- 
gages of $20,000 or less, represent- 
ing largely the financing of homes. 

Last January mortgages recorded 
throughout the country were 14 
percent more in number and 34 per- 
cent greater in dollar amount than 
in January, 1946. For March the 
margin of increase over the com- 
parable 1946 month had dropped to 
a point where slightly fewer mort- 
gages were reported and the total 
dollar rise was only 12 percent. 

Another indication of the ar- 
rested upward trend is found in 
dollar amounts of average mort- 
gages made. From December 1941 
to December 1946 the size of the 
average mortgage recorded under 
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$20,000 rose 46 percent to $4,437. 
In recent months, however, there 
has been a slight decline in the 
average. 


BRICK & TILE 


Production gain is reported 
for both products in April 


PRODUCTION of both brick and 
tile increased during April as com- 
pared with the preceding month. 

Roy A. Shipley, president of the 
Structural Clay Products Institute 
said manufacturers produced 388,- 
400,000 brick during the month, a 
gain of 14 percent over March and 
an increase of five percent as com- 
pared with April, 1946. 

Production of structural clay tile, 
which totaled 102,400 tons during 
April, was five percent greater than 
in March, 1947, and 14 percent 
higher than in April of last year. 

The output of brick in most lo- 
calities is sufficient to fill all cur- 
rent orders, although production is 
barely equal to demand at some 
scattered points, Shipley said. 


ADVANCE PLANNING 


Harris says federal money 
necessary for that purpose 


ADDITIONAL Federal funds are 
needed to expedite advance plan- 
ning of state and local public 
works, believes Andrew L. Harris, 
executive secretary of the Produc- 
ers’ Council, national organization 
of building product manufacturers. 

The $65,000,000 previously ap- 
propriated by Congress for this 
purpose has been virtually ex- 
hausted and there still is much 
additional planning to be done, 
Harris said. He said the new funds 
should be advanced as loans to be 
repaid when the construction even- 
tually is financed, as was the case 
with the original appropriation. 


EDUCATION 


Chamberlain outlines expanded 
program for 30-day courses 


DURING the past year 1,100 stu- 
dents have attended 27. short 
courses held in 14 colleges and uni- 
versities, Martin Chamberlain, 
NRLDA director of education, told 
the NRLDA board of directors at 
their recent meeting in Washing- 
ton. 

Chamberlain said that 30 classes 


will be held during the coming 
school year in the following univer- 
sities and colleges: Universities of 
Washington, Denver, Purdue, IIli- 
nois, Ohio, Wisconsin, Southern 
Methodist; New York State College 
of Forestry, Massachusetts State 
College, Michigan State College, 
Georgia School of Technology, City 
College of New York, College of the 
Pacific, Pennsylvania State College 
and North Carolina State College. 


Retail dealers declared the short 
course equal to nine months’ actual 
experience in a yard while some 
employee students said the train- 
ing came nearer equaling two years 
time on the job. 


RECORD 


Mortgage insurance volume 
sets postwar figure in April 


APPLICATIONS for FHA mort- 
gage insurance reached a record 
volume of 52,950 dwelling units 
during April, exceeding any previ- 
ous month’s record, according to 
Commissioner Raymond M. Foley 
of the Federal Housing Adminis- 
tration. 

Of this grand total, new-home 


applications involved 39,186 new 
dwelling units, a new postwar 
record. 


Of the new-home applications re- 
ceived during April by FHA field 
offices, 14,313 units were to be in 
multi-family rental housing proj- 
ects financed under Section 608 of 
the National Housing Act. The 
others were to be houses for one to 
four families, 21,221 to be financed 
under Section 603 and the remain- 
der under Section 203. 


PREFAB STANDARD 


Improved guide for measuring 


quality is established by PHMI 


A commercial standard for the 
purpose of establishing a measure 
of quality for prefabricated homes 
has been drawn up by the Prefab- 
ricated Home Manufacturers Insti- 
tute. 

Copies of the proposed standard 
have been mailed by the National 
Bureau of Standards, U. S. Depart- 
ment of Commerce, to producers, 
distributors and users of prefabri- 
cated homes for their consideration. 

The standard provides minimum 
requirements for one, one and a half 
and two-story prefabricated houses. 
It covers requirements for light 
and ventilation, structural strength 
of various component parts, ther- 
mal insulation and condensation 
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control and requirements for heat- 
ing, plumbing and electric wiring, 

The Department of Commerce 
reports that 250 firms are either 
producing prefabricated or ready- 
cut homes now or intend to do go 
this year. 


FHA MANUAL 


Revised guide on underwriting 
is made available to public 


FHA’s manual for underwriting 
operations, developed shortly after 
its establishment to guide FHA 
field offices in mortgage insuring 
activities, has recently been revised, 

The revision includes up-to-date 
changes made during the war 
years. Main purpose of the manual 
is to serve as a guide to FHA field 
offices but copies are available to 
groups and individuals in the build- 
ing and home financing field at $2 
a copy through the Superintendent 
of Documents, U. S. Government 
Printing Office, Washington. 


CHICAGO'S PLANS 


Residential building expected 

to show substantial increase 

SUBSTANTIAL increase in 

home building in Chicago is ex- 
pected in the next six months. 

Prudential Insurance Company 
plans to start construction this fall 
on a 15-million-dollar apartment 
housing project which would house 
1,500 to 2,000 families. 

Plans call for the construction of 
units two and three stories high 
with three, four and _five-room 
apartments. About 20 percent of 
the 70-acre site will be set off for 
buildings. The remaining space 
will be set off for streets, land- 
scaping and recreational facilities. 

Joseph E. Merrion, one of the 
leading Chicago builders, said there 
“are probably 25,000 units for sale 
and 20,000 for rent on the drafting 
board now.” 

Since 1940 private builders have 
given the Chicago area approxi- 
mately 60,000 new dwelling units 
for sale and 9,000 for rent. Mer- 
rion said public housing with its 
subsidies has produced only 9,000 
units in 10 years in Chicago and 
most of these are occupied by per- 
sons who can afford units that pri- 
vate industry can supply. 


POPULATION CHANGES 


West shows 30 percent pickup; 
farmers’ group off 28 percent 


MANY changes vital to distribu- 
tion decisions have taken place 
since the last census of business in 
1939. Some of these changes «are 
offered to help guide building prod- 
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Dusting season is here— 
«| Immediate delivery assured! 
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lities. ferred duster—wanted and 
f the needed by truck gardeners, 
~—_ cotton and tobacco growers, The home gardener’s favorite for easier, more eco- 
_— ° farmers, fruit growers. Just nomical dusting. Easy to sell because the Admiral 
ifting check these features: Easy, applies dust in the right amount in the right place 
comfortable to carry... Giant . . . Long reach, no stooping, no stretching... 
have capacity, less re-filling ... Rotating nozzle for dusting under leaves. * Easy 
oT OX1- Long-life, mildew-resistant to operate . . . Built-in scoop for easy filling... 
units f ae Extra capacity. Advertised in leading garden and 
Mer eenews . - - Built-in scoop for farm magazines. Order Admirals today — cash in 
. pes easy filling... Easy to adjust tomorrow. 
h its and operate . . . Perfect con- 
ees Minimum of moving parts. | 4, p, HUDSON MANUFACTURING CO. 
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t pri- order today. ! Please ship immediately: i 
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ckups 1 ($14.75 in western territories), delivery charges extra. I 
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ucts merchants in their thinking 
for 1947. 

Overall population of the country 
is up seven percent to 141 million 
persons; total families up nine per- 
cent to 38 million; family size down 
six percent to 3.3 persons; median 
age up three percent to 30 years 
old; number of persons over 55 
years of age is up 11 percent or 
1614 percent of the total. 


GREATEST GAIN IN WEST 


The West has shown a popula- 
tion gain of 30 percent while the 
East and Central states each 
dropped five percent and the South 
one percent. The regional popula- 
tion breakdown is now: east, 26 
percent of total; central, 29 percent 
of total; south, 31 percent of total; 
west, 14 percent of total. 

Cities over 100,000 in the West 
also showed a 30 percent population 
gain. Cities of over 100,000 showed 
a slight population gain in the Cen- 
tral states, but a decline in the 
East. 

Thirty-one percent of the popula- 
tion of the country lives in cities of 
more than 100,000; 29 percent in 
towns under 10,000; 10 percent in 
cities 10,000 to 100,000 and 20 per- 
cent in the rural areas. Population 
in the rural areas—and here is a 
statistic of prime importance to the 
building. products dealer—dropped 
off 12 percent in the past six years. 

In the occupational group, crafts- 
men and labor gained 19 percent 
and now comprise 44 percent of the 
total population. A drop of six per- 
cent in the professional and execu- 
tive group brought this segment 
down to 15 percent of the total; 
clerical and sales personnel showed 
a loss of four percent and now make 
up 28 percent of the total. 


FEWER FARMERS 

The greatest loss was shown by 
the agricultural group which re- 
flects a population loss of 28 per- 
cent. This group now comprises 13 
percent of the total population of 
the country. 

Ninety-one percent of the people 
now own radios, a gain of 11 per- 
cent in the past six years. 

Higher incomes are reflected by 
the study. A gain of 270 percent 
was registered in the classification 
earning over $3,000. This group 
now comprises 35 percent of the 
total. A gain of 67 percent was 
shown in the $2,000 to $3,000 
bracket which now comprises 25 


10 


percent of the total. That segment 
of the population earning $1,000 to 
$2,000 dropped 38 percent and now 
represents but 22 percent of the 
total while those earning under 
$1,000 per year per family dropped 
55 percent or 18 percent of the 
whole population. 


RESEARCH 
Six projects being sponsored 
by Clay Products Institute 


IMPROVED masonry construc- 
tion and lower production costs are 
expected to result from six re- 
search projects at leading univer- 
sities and technical institutions, 
according to Roy A. Shipley, presi- 
dent of the Structural Clay Prod- 
ucts Institute. 

The projects are being financed 
with grants totaling $103,100 from 
the Office of Technical Services of 
the U. S. Department of Com- 
merce and will be supervised by the 
Institute. 

One project at the University of 
Texas consists of a study to deter- 
mine suitable specifications for 
materials and methods to be used 
in constructing tile-reinforced, 
pre-cast floor beams, which are 
used in building homes and other 
structures. 

A study of the effect of brick 
texture on the bond between mor- 












































tar and brick will be made at Vir. 
ginia Polytechnic Institute. 

Factors affecting size variatioy 
in the manufacture of brick, to 
gether with causes of defects such 
as lamination, will be studied at 
Iowa State College, the University 
of Illinois, New York State Col- 
lege of Ceramics, and the National 
Bureau of Standards. 


MORTGAGE LENDING 


Nation's home debt expected 
to reach 23 billion for 1946 


THE Nation’s debt on homes is 
expected to reach more than 23 bil- 
lion dollars for the year 1946 as the 
result of mortgage lending activity. 
This estimate by the Federal Home 
Loan Bank System covers mort- 
gages outstanding on one to four-| 
family nonfarm properties. 

“Construction of new homes and 
GI guaranteed loans and the active 
market for real estate at high valu- 
ations have combined to zuake 1946 
a year without equal in American 
home financing,” says the Federal 
Home Loan Bank Review. | 

“Preliminary figures indicate that 
the total of new mortgages made 
on homes this year may reach eight 
billion dollars. This is almost 40 
percent more than in 1928, which 
was the peak year for residential 
financing during the building boom 
of the 1920’s,” states the magazine. 
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“I told you this would happen when you put the sawdust next to the grass seed.” 
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vg In years past we've often 

, which been accustomed to think of 

idential the forest as “wild.” In many 

ig boom of our early-day story books 

ee. the setting is laid in the “forest wilderness”— 

— and we have visualized the frontier of civiliza- 

tion moving forward as the great primeval 

—n forests were tumed into lumber to build homes 
and farm buildings. 

ig No longer should we think of the forest as 
“wild”—for no longer is it “wild.” 

_— Here at Kinzua we think of our forest as a 

— great tree farm. The forest is being tamed. 
Our long-time program is to grow succeeding 
crops of trees on our forest lands. As trees 
reach maturity they are harvested. This accel- 
erates the growth and development of medium 
and younger trees, saplings and seedlings— 
and the “wild” forest has become “tame.” And 
Kinzua is progressing ever closer to its ulti- 
mate good of an everlasting “tame” forest and 
a permanent supply of famous Kinzua Quality 
Guaranteed Ponderosa Pine. 
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O-EX is READY 
to OUT-SELL and OUT-INSULATE 
ALL OTHERS 





@ Lo-“K” insulates 4% to 36% more efficiently. 


@ Lo-“K” saves up to 40% of installation time 
and labor costs. 


@ Lo-"K” requires only \% the trucking and 
warehouse space necessary for most insulation 
materials. 


@ Lo-“K” is flameproofed ... resists a blowtorch 
temperature of 1800° F. 


@ Lo-“K” is highly resistant to moisture, rot, 
mildew, moths and other vermin. 


@ Lo-“K” will not irritate the skin...important 
to both applicators and builders. 


Ss 


Build new profits by selling Lo-“K”. 
Clip and mail the coupon TODAY! 
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Lockport Cotton Batting Co. 

Dept. AL-6, Lockport, New York 
Gentlemen: YES...I want to know all about 
the insulation that out-sells and out-insulates 
all others. 
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my 


Lo'K 
COTTON INSULATION 


A PRODUCT OF LOCKPORT COTTON BATTING COMPANY 
LOCKPORT, NEW YORK 
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Suggestions for Salesroom 


To the Editors: We are indeed grateful for the 
fine article you gave us in your April 26 issue. . . 

Now for the big problem. Within the next few 
weeks we will find it necessary to construct a new 
office and show room, possibly covering some street 
frontage of 240 feet. . . This major operation will 
present unlimited possibilities for us to produce a 
real lumberman’s merchandising establishment and 
with the cooperation of all interests we should be 
able to display basic lumber products in all of its 
constructive forms. . . Our preliminary ideas ... 
envision a two story office and display room of some 
100x150 feet, with a directly connected, covered shed 
for combination driveway, parking and display of 
about 60x150 feet. Both structures require engineer- 
ing detail to give us floor clearances with a minimum 
of supports and there should be no better place to 
demonstrate lumber or timber engineering than in 
this sales spot. 

We have accumulated over the past few years 
quite a lot of information on this subject but with 
the thought that others could lend a hand we are 
scouting for all of the ideas we can find. Do you 
have any suggestions that would help us?—-EDWIN 
POHLE, president, Southern Lumber company, San 
Jose, Calif. 


We are glad to know you are satisfied with 
our treatment of your operation. Several of the 
lumber and building material manufacturers 
have booklets on store interiors and we sug- 
gest you write to them.—The Editors. 





Dealers’ Own Home Show 


To the Editor: I want to commend you for your 
thoughts in your editorial appearing in the April 26 
issue of the AMERICAN LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER. 

I had the opportunity of attending the National 
Association of Home Builders Show in Chicago this 
past February and as you have so rightfully said, the 
palm should be given them for putting on the best 
convention in every detail of any connected with the 
building business during 1947. They deserve all the 
credit that could possibly be given them; and yet, as 
you say, we, the lumber and building supply dealers, 
should be the ones to take the lead in sponsoring a 
convention of this type. I think we are really missing 
the boat, for the attention of the public should be 
focused on people like ourselves instead of the home 
builder. This has been the sermon that you have 
been preaching for years, and one good way to keep 
their attention in the proper channels is to have a 
national home show featuring every possible article 
sold by lumber and building supply dealers that finds 
its way into the construction of homes. I hope you 
will continue to carry the torch for this movement. 

Also, please let me compliment you on your article 
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y0 is both decorative and practical... 


that’s a fact your customers are quick to 


iate. Wh hey build del, th 
iT ALWAYS PAY * con ther wa eens 


as well as the extra charm that goes with glass. 


TO RECOMMEND yi iic indices your aie 


| ° 

od Lit 
much lighter. A little extra glass means a /ot of 
extra charm .. . applications like these prove it. 


suggesting good-looking, modern installations 
of glass. 

There are many ways in which glass can be 
used to dress up present-day homes. A mantel 
mirror in the living room is glamorous, reflects 
color and movement, and makes the room seem 
larger. Every home should have at least one full- 
length Plate Glass door mirror. PC Glass Blocks 
can make the entrance hall smart, attractive and 


Write today for our free booklet which illus- 
trates many interesting suggestions on the use 
of glass in homes. Use the coupon below. 











Walls or wainscot of Carrara Struc- 
tural Glass brighten up the kitchen, 
make it a pleasant place to work. 
Carrara is easy to clean, stays new 
and beautiful indefinitely. Avail- 
able in ten attractive colors. 
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Pittsburgh Plate Glass Company 
2165-7 Grant Building, Pittsburgh 19, Pa. 


Gentlemen: 
Please send me, without obligation, your new book on the use of glass in the home. 
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THE DIXON 
INDUSTRIES 


Are Working at 
FULL CAPACITY 


to Increase Production 


of 


LUMBER 


the No. I Favorite 
Building Material for 
AMERICA’S HOMES 


“ALWAYS AT WORK” 
The 4 Big Plants of 
THE DIXON INDUSTRIES 


Grant Dixon, President 
Hal R. Dixon, Treas.-Manager 


SPOKANE 


Western Pine Manufacturing Co. 
Spokane, Washington 


Exchange Lumber & Mfg. Co. 
Spokane, Washington 


Lincoln Lumber Co. 
Lincoln, Washington 


Ellis Glazing Co. 
Henryetta, Oklahoma 


Western Pine Assn. e@ National Door Mfrs. Assn. 
Ponderosa Pine Woodwork e National Wooden Box Assn. 











LETTERS 





which appeared in this issue, Getting the Most Out of 
Your Business in 1947. The section on Better Human 
Relations really hit the nail on the head. Those 
thoughts could not be improved upon, and I have long 
ago learned that in order to have a successful business 
not one of them can be omitted.—THOMAS L. RUF- 
FIN, Ruffin & Payne Inc., Richmond, Va. 


Addresses of Architects 


To the Editors: We expect to rebuild our retail 
lumber yard here in the near future and would like 
to get the address of several architects who have had 
experience in the past with retail lumbermen’s prob- 
lems. I am enclosing a card with the names of two 
architects from your Jan. 19, 1946, issue and would 
appreciate your filling in the present addresses of the 
two. . . . We wish to thank you for any information 
you are able to give us—LAWRENCE HOOD, vice 
president, Mt. Pleasant Lumber company, Mt. Pleas- 
ant, Mich. 


The addresses of the two are L. Morgan 


Yost, 363 Ridge, Kenilworth, Ill., and Harry 
J. Harmon, 72 S, LaGrange road, LaGrange, 
1ll.—The Editors. 


Book on Lumber Retailing 


To the Editor: Some years ago as I recall, you com- 
piled a book on the lumber business, which was a good 
all-around treatise and contained much valuable in- 
formation and was an excellent guide for those in 
the industry. 

With more and more younger men taking over 
these days, we are getting an increasing number of 
inquiries on problems which I am sure were covered in 
your book, and if possible, we would like to get a 
copy. ... We need everything we can get these days 
to increase the educational facilities for our dealers. 
—W. H. BADEAUX, secretary, Northwestern Lum- 
bermens association, Minneapolis. 


The name of the book is “Profitable Lumber 
Retailing” which is probably available in 
public libraries —The Editors. 


Suggest Write-up on Buffalo Store 


To the Editors: We have noticed in your various 
issues write ups of up-to-date lumber firms scattered 
throughout the country and all of which are very 
complete and interesting. 

However, we believe if you would have a repre- 
sentative call here in Buffalo at the yard of the Bison 
Lumber company— in which I might state we have no 
financial interest—you would find the most modern 
and up-to-date display room, and you would also find 
methods in their yard of handling and piling lumber, 
that are second to none. 

We believe that information could be obtained here 
that would be of great benefit to retail lumber dealers 
throughout the United States.—C. W. BODGE, C. W. 
Bodge Lumber company, Buffalo. 


We appreciate your sending us this informa- 


tion and we have made a note of this com- 
pany to visit them.—The Editors. 
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CULTIVATE THE WILLINGNESS TO BUY 
WHILE THERE IS STILL THE 
ABILITY TO BUY! 


As the spring proceeds toward summer, increasing 
consumer resistance to buying is evident on all fronts. 


This is another convincing proof that the buyer’s 
market has returned for good (until the next war) 
and King Consumer has remounted his throne. 


The willingness or unwillingness of the consumer 
to buy can make or break any market, industry or 


business. 


Willingness to buy is not always—or even often— 





related to ability to buy. 
Neither is it always related to need. 


Many people (including dealers and editors) with 
adequate income and savings are withholding needed 
purchases from the market. 


They are doing so generally for one or more of 
three reasons: 

(a) They think prices are too high and will be 
lower later; 

(b) They are not being persuaded to buy; 

(ce) They fail to realize that in withholding needed 
purchases they are undermining their own security. 

Lest the developing buying resistance increase to 
dangerous proportions, every dealer should imme- 
diately take three steps: 


|. Convince people that your building product 
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prices have come down and your values have risen 
comparatively. (Retail prices have adjusted them- 
selves to the purchasing power index in most occu- 
pational classifications, except certain white collar 
workers, fixed income groups and governmental em- 
ployees.) 


2. Appeal especially to those with increased abil- 
ity to buy: farmers, skilled workers, business people 
and professional groups. (These represent an over- 
whelming majority of all buyers.) 


3. Step up and speed-up advertising and promo: 
tion beyond any investment you have made in these 
in the past. Such dollars invested promptly will mul- 
tiply themselves in avoided losses in the future. 


Thus only can we hold the line against recession 
and reverse the trend. 


Retail volume must be maintained at the highest 
maximum tonnage level heretofore experienced in 
order to maintain and sustain present production, 
employment and purchasing power. 


Better sales efforts and more sales promotion are 
the only answers! 


EDITOR 















































Organized for Profit 


1. Gilford Whipple, vice president, production; 2. Herbert Whipple, president; 3. Benton 
Whipple, vice president, retail sales; 4. A. P. Stillman, treasurer; 5. Master Merchant Gordon 
P. Morrison, general manager; 6. George Christian, retail sales manager; 7. Harold Davis, 
production manager; 8. Ben C. Young, personnel director; 9. Harry Vosburg, traffic and 
warehouse manager; 10. Gene Patton, accounting department manager; 11. Gordon Goodnough, 
retail field advisor; 12. Harold Ervine, paint manager; 13. Fred Dise, advertising manager; 
14. Leon Carnell, legal advisor; 15. Darrell Swisher, price manager; 16. Tom Forscht, pur- 
chasing manager; 17. Tom Young, cost department manager; 18. Frank Morrison, training 
manager; 19. Clifford Pickett, trucking manager. 


OR 53 YEARS—since 1894— 

Whipple Brothers, Inc. has 
served the home owner, the small 
builder, the man who buys a can of 
paint, a pound of nails, a pair of 
hinges, or a board. 

The central offices of the com- 
pany are located in Laceyville, Pa. 

the same town in which the com- 
pany was founded 53 years ago by 
Clarence B. and Arthur M. 
Whipple. 

Not so much for tradition’s 
sake, but for the ease of control of 
eight line yards, two pallet mills, 
three saw mills and a millwork 
plant, the offices have remained in 
this little valley town which is the 
approximate center of the com- 
pany’s trading area. 

The effort to meet the custom- 
er’s smallest need, as well as his 
largest, has met with success. The 
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man who buys a board is still 
treated with just as much respect, 
given just as quick service, and is 
considered to be just as important 
as the man who desires to buy 
quantity. 

Today under the direction of a 
young, experienced, and aggressive 
group, the company is continuing 
to grow. 


EXPERIENCED MANAGEMENT 


FOUR directors comprise the 
executive committee which acts for 
the directors and_ stockholders. 
The decisions made by this group 
are transmitted to the general 
manager by their chairman, the 
president. The general manager 
places their thinking and plans into 
immediate action. 

The Whipple brothers and the 
general manager average, aS a 








MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business idees and inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
tured in the series, but o sufficiently large number of 
them meet the exacting requirements so that it will teke 
many months to cover them all. 


S 111 eecualullasilall P1022 LERLEE SALLILILLILLLLN SS fff, 


group, 45 years of age. Their com- 
bined average years of experience 
in the lumber and building business 
is 26 years. None has less than 24 
years of experience. 

An unusual wealth of practical 
experience is to be found in the 
management group. A glance at 
respective backgrounds reveals ex- 
perience in every phase of con- 
struction as well as material han- 
dling. 

President Herbert E. Whipple 
was trained as a carpenter, a 
woodworker, a contractor, a yard 
laborer, a yard manager, a district 
manager over a period of 27 years 
before his election to the presi- 
dency. 

Benton Whipple, vice-president, 
was trained as a carpenter, a con- 
tractor, a woodworker, a logging 
foreman, a mill foreman, a yard 
manager, a district manager, and 
a sales manager over a period of 
24 years. 

Allan Stillman, treasurer, was a 
product of Tuck School of Admin- 
istration and Finance at Dart- 
mouth college. He joined the com- 
pany 24 years ago as a bookkeeper 
and auditor. He gained experi- 
ence in all phases of the lumber 
operations from logging through 
retail sales, served as purchasing 
agent, and ultimately took over the 
position of treasurer. 

Gilford Whipple, vice-president, 
received training as a carpenter, 
contractor, production foreman, 
production superintendent, then 
assumed his present executive 
duties. 

Gordon G. Morrison, general 
manager—and a Master Merchant 
of the Light Construction Industry 
—trained as a builder, a territory 
representative, manager of insula- 
tion sales, merchandising man- 
ager, sales promotion manager and 
organization counsel before ac- 
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WALTER ROSS, yard man- 
ager, Elmira, N. Y. 





CLARENCE HENNEFORTH, 





BILL THOMPSON, yard man- 
ager, Endwell, N. Y. 









TOMMY JOHNSON, yard 
manager, Binghamton, N. Y. 











yard manager, Athens, Pa. 





DELOS BENNETT, yard man- 
ager, Laceyville, Pa. 


cepting his present job. 

Lumber industry experience and 
viewpoints have been combined 
with manufacturing and sales ex- 
perience and viewpoints to form 
a progressive resourceful manage- 
ment. 

Quick and accurate are the deci- 
sions of this experienced group. 


EXPERIENCED DEPARTMENT HEADS 


ALL department heads are ex- 
perienced men in their respective 
lines of work. They are young 
men, vigorous in their actions and 
vitally interested in the welfare of 
the company. 

These men were picked out by 
management on the basis of past 
performance records with the 


company, equipped with the au- 
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GUS SCHULTZ, yard man- 
ager, Kingston, Pa. 


thority to accomplish, given speci 
fic jobs . . . and then let alone to 
do the jobs assigned. 

It was in coordination with 
these department heads that Mr. 
Morrison and the Whipple brothers 
designed, and put into operation, 
a flow-chart which has not only 
proven its worth to each depart: 
ment head who helped in its con- 
struction, but which constantly 
serves as a strong reminder of the 
value of cooperation. 


FLOW CHART 


THE flow-chart of operations 
which governs the various depart- 
ments in their relationships with 
other departments and successful 
accomplishments serves as a prac- 
tical basis for all work done by 
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AL PLUCINIK, yard man- 
ager, Clarks Summitt, Pa. 





LESTER HENNEFORTH, yard 
manager, Scranton, Pa. 


the various departments. All work 
to be done is channeled through 
the flow-chart, thus avoiding any 
duplication of effort. 

Conflicts in authority and voids 
in routine or special work are also 
avoided by following the _ flow 
chart. 

The company has been able, 
through use of the flow chart, to 
designate definite responsibilities 
to definite personnel, under the 
guiding hand of the Master Mer- 
chant. 

“If it doesn’t flow,” says Mr. 
Morrison, “it’s too expensive.” 

PRICE BOOK 

THE price book used by this 
organization contains and com- 
bines the best thinking of all de- 
partments. 
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FIRST YARD OPENED AT 
LACEYVILLE, PA. 
1894 
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(‘he book is separated into six 
major product divisions called de- 
partments. Prices and items are 
kept up to date by departments. 
The book has a general index 
Placed at the front of it and each 
department section is fully in- 
dexed. 









The price book is used not only 
as a price book, but it is used for 
study by the newer employees. 

Any beginner can find the price 
of a specific item the very first 
time he makes the attempt! 

The price book has set the pat- 
tern for sales control. Daily re- 
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ports of sales in their respective 
places enable the salesmanager and 
other interested personnel to re- 
ceive an accurate picture of what 
stock is moving in which depart- 
ment. 


EMPLOYEE RELATIONS 
WHIPPLE Brothers, Inc., under 
past and present management, has 
made a never-ending drive to bet- 
ter employee relations. 
Every regular employee who 
works for the company is entitled 
to the following benefits: 


1—A definite job 
2—A fair wage for work as- 


signed 

3—Reasonable hours 

4—Doctor and _ hospitalization 
aid 


5—Paid vacations 

6—Paid holidays 

7—Optional group life insurance 

8—A share of the profits 

Employee Get-Togethers are 
held frequently. Baseball and 
bowling teams serve many of the 
men and women employees as a 
recreational outlet, and various 
other athletic activities are spon- 
sored throughout the year by the 
company. 


EMPLOYEE NEWSPAPER 

EMPLOYEES of the company 
have their own newspaper called 
the Cant-Hook. Edited by Frank 
Morrison, this paper is by, ‘for and 
about the employees of the firm. 

The Cant-Hook is devoted to 
news about the employees, and is 
considered to be the official organ 
used to distribute new decisions 
made by management and affecting 
employees. 

Management has reserved the 
use of one editorial column. The 
Cant-Hook is published once a 
month. 


PROFIT SHARING PLAN 

AT THE end of the year 25 per- 
cent of the company’s net profits, 
before taxes, are divided among 
the qualified employees. 

Such a plan has made each em- 
ployee aware of the value of his job 
to a great extent and has cut con- 
siderably the amount of absentee- 
ism plus bringing forth many 
ideas along the labor saving line, 
speeded production, sales ideas. 

The profit sharing plan was in- 
troduced in 1946. 


PERSONNEL-TRAINING 
PERSONNEL and training de- 
partments have been combined 
into one department headed by 
Ben C. Young. 
All the normal personne] func- 
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WHIPPLE BROS. JOIN 
ASSOCIATED CONTRACTORS 


Whipple Bros. Inc. are now as- 
sociate members of the Pennsylvania 
Builders Chapter of The Associated 
General Contractors of America, Inc. 
This corporation is a Chapter of the 
National Association in Washington, 
D.C. 


Only general contractors who have 
been engaged in the busi of gen- 
eral contracting for two or more 
years prior to application for mem- 
bership and have established a rep- 
utation for skill, integrity and re- 
sponsibility are eligible to member- 
ship in the corporation. 

We believe our association with this 
Chapter will promote more cordial 
and cooperative relations between 
general contractors and those with 
whom they deal or have contact in 
construction. 

—— 
Safety Bulletin From 
Training Department 

Many people look at things without 
really seeing them. Ask a person who 
has just looked at his watch what 
time it is, and very often he will look 
at it again before answering you. He 
looked at his watch the first time, 
but in a more or Jess perfunctory way. 

A man will frequently go about his 
job in the same mechanical way. His 
eyes and ears are dpen, but because 
his power of seeing and hearing is 
undeveloped, he doesn’t see everything 
as he should. Hence, many hazards 
escape his notice. But should he 
sustain an injury, then “his eyes and 
ears are opened”...he becomes 
alert and is acutely aware of the 
many things he didn’t see before. 

Let us not wait until we have an 
accident before opening our eyes. 
Start now ... develop your powers of 
Observation. Look for hazards on 
your job and in your home, and cor- 
rect them. Don’t wait until after 
someone has been hurt. This is a 
must job. Do it now! 

WwW. 

We are happy to hear that Steve 
Metar's wife has returned home from 
the Homeopathic Hospital. 











Home Builders Meet in Chicago 


The National Association of Home 
Builders held their biggest conven- 
tion in their history, at Chicago, Feb. 
25-28. It was clearly demonstrated 
that interest in home building is now 
at an all time peak. Over 7,000 build- 
ers, dealers, and manufacturers at- 
tended the meetings. . 

ARCHITECTURAL FORUM maga- 
zine said... “The thousands of out 
of town visitors found hotel rooms as 
scarce as building supplies.” 

One hundred sixty panies who 


.FRANK MORRISON JOINS 
THE WHIPPLE STAFF 


Frank H. (Bud) Morrison, former 
Lieutenant in the U. Ss<Army, has 
been added to the staff of the Train- 
ing Department. 

Bud will work with Ben Young in 
the preparation bf job descriptions 
and the planning of training mater- 
ials. He will also serve as Veterans’ 
Coordinator for the company, main- 
taining contact with the Veterans’ 
Administration, The United States 





serve the building industry with pro- 
ducts and services exhibited their 
wares in display booths. Crowds of 
delegates and visitors with passes 
milled around the Stevens Hotel 
Exhibition Hall from 9:00 a. m., until 
closing time, 10:00 p. m. each day. 
Washington Represented 

Wilson Wyatt, Housing expeditor 
. « . Civilian Production Administrator 
John D. Small...and F. H. A. Com- 
missioner Raymond D. Foley were the 
headliners among the representatives 
of the Washington bureaus. If any 
builders or dealers were enthusiastic 
about Washington’s methods and 
plans they kept it quiet. Those in op- 
position spoke freely. 

There seemed to be a genéral feet- 
ing that the government's intent was 
all right but some of the regulations 
and methods applied to the problem 
have resulted in restriction of produc- 
tion and some confusion. 

Some of the delegates were a little 
optimistic. They felt that when there 
is so much demand... and so many 
people and agencies concentrating on 
the building problem ... some good 
solution will be worked out which will 
allow the industry to proceed effi- 
ciently. 

Benton Whipple and Cordon Mor- 
rison attended this convention. They 
acknowledge with thanks, the coop- 
eration of Quality Materials Company 
which provided them with comfort- 
able rooms at the Stevens. 

Ww. 

Gus Schultz, Gordon Goodnough, 
and Benton Whipple attended a Con- 
tractors’ Meeting at Wilkes-Barre on 
March 7th-as guests of George Hreha. 








ploy t Service, and other or- 
ganizations concerned with veterans’ 
affairs. Some work has already been 
started in effort to have, the company 
approved as a training center for ex- 
servicemen and ex-servicewomen un- 
der the provisions of the G. I. Bill of 
Rights. Bud will pursue this work to 
completion. 

Bud was a combat infantryman 
during the .war. He won the Silver 
Star citation, The Purple Heart, Eu- 
ropean Theater Battle Stars, and 
practically every other medal worthy 
of mention. ; 

Prior to entering the armed forces, 
Bud attended Wayne Wniversity in 
Detroit. He is married, plays a “mean” 
electric guitar—played professionally 
for awhile—and is an all-round like- 
able guy. 

—— 
Company Anniversary Party 

Whipple Brothers was established 
as a company in 1894, just fifty-two 
yeahs ago this summer. This year 
there will be an anniversary party. 
The workers have been divided into 
groups according to the number of 
years they have been with the com- 
pany. There is a five year group, a 
ten year group, a fifteen year group, 
a twenty year group, and a twenty- 
five year group. Attractive lapel but- 
tons will be nted. 

The party”wilt be held in Scranton, 
in the early part of May. There will 
be a dinner at 7 p. m., followed by 
presentation of club insignia. The par- 
ty will be for company employees and 
a selected number of guests. A com- 
plete announcement will appear in the 
next issue of the Cant Hook. 








tions such as hiring, terminating 
employment, handling group _ in- 
surance, making detailed wage 
studies, etc., are assigned to this 
department. 

Mr. Young and Frank H. Mor- 
rison ‘the training supervisor, 
work closely in both personnel 
work and training program work. 

The department is charged with 
the writing of basic product 
manuals on all building materials 
for distribution to all employees. A 
manual on lumber has already 
been produced and other manuals 
on insulation, acoustics, plaster, 
lime, roofing, and millwork are 
nearing completion. 

The personnel-training depart- 
ment is also in charge of foreman 
training and inductions. 
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RETAIL EMPLOYEES CONCERN 

ALL efforts of the company de- 
partments point to the success of 
the retail department. 

Since the retail department spon- 
sors the main body of the profit 
which the company makes, it is 
given a great amount of attention. 

No department head allows his 
employees to forget that the retail 
department “bears the load’”’ for al- 
most all operations of all other de- 
partments. 

By strengthening the reasons 
why all actions of all personnel 
must support the retail depart- 
ment, Gordon Morrison has con- 
structed the basis for the coopera- 
tive atmosphere which prevails 
within the company. 

“Cooperative thinking and co- 
operative actions assure mutual 





understanding and good will,” My. 
Morrison says. 





PROGRESSIVE RETAIL HEAD 


UNDER the experienced hand 
of George M. Christian, retajj 
salesmanager, the department has 
made tremendous strides. 

A great believer in customer 
service, Mr. Christian has stream. 
lined the complete sales end of the 
business in cooperation with the 
general manager. 

Gordon Goodnough, Mr. Chris- 
tian’s experienced right-hand man 
spends his full time in field work 
with yard managers and their sales 
forces. 

All services offered by the de- 
partment are consistently adver- 
tised. 

Key personnel of the department 
are exposed to a constant training 
program. 

All information and decisions 
which pertain to men working for 
this department are quickly dis- 
tributed to the men concerned. 

Services offered to customers 
have been expanded, new lines of 
material added, formal training 
sessions held in each yard for re- 
tail men, and co-ordination of ef- 
forts effected under Mr. Christian 
and Mr. Morrison. 

Weekly meetings of yard manag- 
ers are held at the main offices in 
Laceyville by Mr. Christian. 


SERVICES TO CUSTOMERS 

THE following services are of- 
fered to the customers of the eight 
retail yards in Pennsylvania and 
New York: ; 


1—Quick service ‘and delivery 
2—-Sander rentals * 

3—Free estimating 

4—Floor polishing machines 
5—Trained employees counsel 
6—Easy payment plan 
7—Blow-in insulation 
8——Research service 
9—Accurate information 
10—-Good contractor connections 
11—Fair prices _ 
12—Shopping convenience 
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13—Custom cutting service 
14—Reliable material 


PRODUCTION SUITABLE 


HAROLD C. DAVIS has stream- 
lined the production department of 
the concern. 

The production of the company 
covers everything from the log- 
ging operations through the pro 
duction of finished stock. 

Sash, doors, trim and many 
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other items of millwork are turned 
out by this department daily. 

The production department per- 
sonnel constitutes approximately 
40 per cent of the number of em- 
ployees of the company. 

While the present production is 
only enough to provide a relatively 
small amount of millwork items in 
comparison to the demand, it does 
provide enough finished millwork 
to the retail yards so that all yards 
have some stock. 

The department accounted for 
approximately $500,000 worth of 
sales last year. 


ADVERTISING 


ADVERTISING is handled by 


the advertising manager, Fred 
Dise. 

Newspapers, mailers, farm pa- 
pers, billboards, signs, pencils, 
novelties, radio spot announce- 
ments, press releases, and mats 
supplied by manufacturers are 


used to keep the name of Whipple 
Brothers, Inc., before the buying 
public. 

Seasonal products are advertised 
as per season with reminders being 
sent, via mailers, throughout the 
year. Catalogs are sent out twice 
a year. 

The advertising’ department is 
closely allied with all departments, 
but its closest affiliation is the re- 
tail department. 

The appropriation for this de- 
partment is set at the beginning of 
the year and is figured on a per- 
centage basis of the forecast sales. 
This percentage minimum is 1% 
percent of sales. 


TRUCKING DEPARTMENT OWNS 
ALL ROLLING STOCK 


ANOTHER aid to faster service 
for the customer isthe trucking 
set up. Cliff Pickett, the trucking 
manager, is in position to send re- 
lief to the more-than-busy points 
of the area for the simple reason 
that the garage owns the trucks. 

On the established basis of own- 
ership, the garage rents the trucks 
to each department’ for a nominal 
charge by the hour or by the week. 

Quick repairs are made when 
needed, the trucks are kept in A-1 
order and not allowed to deteriorate 
because of lack of immediate 
minor or major repairs. 

The placing of all vehicles under 
one source of control has proved 
to be a money maker and money 
saver for the rolling stock of the 
company. 





_ Master Merchant 


Gordon P. Morrison, Master 
Merchant of the Light Construc- 
tion Industry, received his educa- 
tion at Washington university, St. 
Louis. 


A Purple Heart veteran of the 
first world war, Morrison has 
never lost interest in American 
Legion activities. He is also 
vitally interested in church and 
civic activities. He is a member 
of the Rotary club and senior 
warden in his church. 


When asked for advice he 
would give to a young man just 
entering the lumber business, 
Mr. Morrison replied, “It’s a good 
business. Get into it, know what 
you are to do... to whom you 
are responsible ... then do your 
job and work along organizational 
lines.” 


That sounds like good advice 
coming from the general man- 
ager of a concern which did 400 
dollars worth of business its first 
year of existence ...and $2,- 
500,000 worth of retail sales in 
its 52nd year. 











PRICING DEPARTMENT OPERATES 

UNDER Mr. Morrison’s guid- 
ance, a pricing department was es- 
tablished. The pricing department 
coordinates closely with the pro- 
curement department in establish- 
ing the price of all articles listed 
in the price book, prices on newly 
acquired lines and is also charged 
with keeping up with all regulation 
and guides, state and national, 
which may be of help in determin- 
ing the price of articles for sale. 

Darrell Swisher, pricing man- 
ager, is charged with making 
proper adjustments of prices in or- 
der to keep abreast of competition. 

All original profit mark-ups are 
checked with the treasurer of the 
company. 


COST FIGURES DAILY 


THE accounting department is 


managed by Eugene S. Patton and 
is reinforced by Tom Young, an 
expert cost accountant, who 
brought to the organization a wide 
experience in bank and cost work. 
Gene Patton was graduated in 
commerce and finance from the 
University of Tennessee and has a 
background of experience in of- 
fice management. 

Tom Young works as a special 
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assistant to the treasurer, Al 
Stillman. 

Under the able direction of this 
team each cost center of the com- 
pany receives regular reports 
showing the financial standing of 
their individual operation. 

Costs are figured day by day and 
a weekly report is made to the gen- 
eral manager on the costs of op- 
eration. 

Each operation designated is a 
cost center. A monthly profit and 
loss statement is issued to each of 
these cost centers. 


BUILDING MAINTENANCE 


INSTEAD of depending upon 
regular sales, yard and mill em- 
ployees for the maintenance and 
condition of buildings and grounds, 
a compact building maintenance 
department has been organized un- 
der the direction of Bill Ervine. 
In his crew of workmen he has a 
plumber, electrician, carpenters 
and helpers. Repair, remodel and 
even new construction is their re- 
sponsibility. It has been found to 
be the efficient way to handle 
these ever present problems. 


CENTRALIZED PURCHASING ROUTINE 


UNDER a streamlined central- 
ized purchasing routine, adminis- 
tered by Tom C. Forscht, all yards 
and other operations use a single 
form for orders of any materials 
or supplies. 

Materials to be furnished from 
Whipple’s central warehouse or 
mill, are entered on _ transfers. 
Other purchases are forwarded by 
Tom’s department without delay to 
the manufacturer or supplier on a 
regular purchase order. 

The centralized purchasing plan 
has enabled the company to main- 
tain accurate records and control 
on the purchases of all depart- 
ments. Tom channels priority pur- 
chases and avoids duplicate buy- 
ing. 


GUIDANCE ON LEGAL MATTERS 


ALL matters pertaining to li- 
censes, taxes, contracts, deeds, in- 
surance policies, claims, etc., are 
in the hands of Leon. E. Carnell, 
attorney for the company. His ad- 
vice is always available to all de- 
partment heads in matters involv- 
ing company policy, or having pos- 
sibilities of any legal complica- 
tions. 

He is constantly called upon for 
aid and advice on a wide variety of 
problems. His functions speed 
many decisions and cut out much 
delay. 
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All Out for the G. I. 


Located in the San Joaquin valley, Calif., this store is making a 
plan really work to help G.l.’s. It is successfully carrying out a 
program of employment and training that gives them a real chance 
to prove themselves and to find their own place in the business. 


A N ALL OUT program for 
G.I.’s? That is what the gov- 
ernment tried. For the most part 
it resulted only in houses he could 
not afford to buy. It is what 
countless others preached—always 
this for the G.I., that for the G.I. 

But down in the San Joaquin 
valley of California, going all out 
for the G.I. really was made to 
work. The W. R. Spalding com- 
pany, with headquarters in Visalia 
and with six other yards strategi- 
cally located to serve this impor- 
tant agricultural area, can be said 
to have done something new and 
different. In fact as well as in 
words, it inaugurated and is con- 
tinuing an all out program of G.I. 
employment, development, and 
training which gives these boys 
new and splendid opportunities to 
prove ‘themselves and to find their 
place in business, a place that will 
give them room to grow and to 
assume responsibility. 

Today as a result, the W. R. 
Spalding company is a young com- 





pany although it is an old estab- 
lished one. Most of its managers 
and the majority of its employees 
are under 30 years of age. 


ENCOURAGES ORIGINALITY, FLEXIBILITY 


WHAT this can mean in the 
way of originality, aggressiveness, 
flexibility, and enthusiasm to push 
ahead to develop business is easy 
to see. The farsighted leadership 
vested in the company manage- 
ment, the reputation of years of 
fair dealing and the willingness of 
officials to do this comprehensive 
job place the W. R. Spalding com- 
pany almost in a class by itself. 


It is an interesting story. All 
the more so, because it is a simple 
one. There’s nothing complicated 
about the business or the plan. 
Nothing is different from what any 
dealer might find in his own busi- 
ness. What counts most in this 


instance is the disposition to’ toss, 


old, shackling ideas out of the witi- 
dow, size up the job to be done 
under present conditions, set up a 


eS 


THESE two pictures of the interior of the Spalding store at Strathmore, Calif., show the variety of 
items carried by the company. In the pictures can be seen household equipment, yard and garden 
equipment, electrical appliances, rope, paint and hardware. 
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plan of operation, and stick with 
it until it is finished. 

Recruiting a new entire G.I. 
personnel began last May, under 
the G.I. Bill of Rights. Under 
this project, the government paid 
a certain portion of the salary of 
the 26 boys who were employed. 
After experiencing the complica- 
tions, restrictions, and frustration 
of government red tape for a pe- 
riod of three to four months, the 
activity was taken over completely 
by the company and without any 
penalty to the employees. 


STEPPED UP TRAINING 

THIS training period obviously 
had to be a stepped up one. It meant 
concentrated study, regular meet- 
ings. In fact it provided a com- 
plete course in the fundamentals 
of retail yard operation including 
identification, tallying, estimating, 
plan reading, quantity survey. It 
meant getting these boys together 
in small groups each week at three 
different points of the company’s 
operation. It included monthly 
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meetings of the entire organization 
at a central point for instruction 
by manufacturers’ representatives 
and others. 

The significance of this work is 
better appreciated when we recog- 
nize the fact that these boys for 
the most part had never seen the 
inside of a retail lumber yard prior 
to their employment. Today they 
have grown into and occupy posi- 
tions for which they are best 
adapted. They have become clerks, 
assistant managers, yard foremen. 
One young veteran who hardly 
knew a door from a window when 
he first started made such rapid 
strides that he became a yard man- 
ager within seven months. 

Two things stand out as a re- 
sult. Quickly it showed these 
young men that there exists good 
opportunity for growth and de- 
velopment in the company. Like- 
wise, it showed the management 
that given the right kind of oppor- 
tunity, there exists an eagerness in 
young men to get in and pitch and 
learn. 

SPECIALISTS FOR EACH LINE 

WITH the same foresight which 
typifies the organization and plan- 
ning behind its G.I. personnel 
training, the W. R. Spalding com- 
pany went on to develop two spe- 
cialists for each of the major lines 
which are handled including both 
buying and selling. The flexibility 
obtained and the safety factor es- 
tablished are part of the long range 
program of the efficient and well 
coordinated operations on which 
the company has embarked and 
which is founded on the strength of 
well trained, young, energetic, vet- 
erans who can see already that 
hard work and a desire to get 
ahead net exactly that. 

Going all out for the G.I.’s in 
this manner is one phase of good 
employee relations. Officials of the 
Spalding company are sold on 
young men for key positions. They 
like them. They give them their 
heads and permit the assumption 
of responsibility. They believe 
that in this way the future of the 
company will be one of continued 
growth and expansion. As of now, 
the 26 starters have produced three 
managers, seven assistant manag- 
ers, one yard foreman, ten clerks, 
and two who specialize in paint. In 
line with the idea of developing 
Specialists for various products, it 
is expected that a number of the 
boys who now are clerks will even- 
tually specialize in the major prod- 
ucts handled. 

The Spalding yards are all small 
town yards. Visalia, the headquar- 










EVERYTHING from large items like heaters and kitchen units to small articles like builders’ 
hardware and chimes are available to the people of Porterville, Calif., at the Spalding store 
there. 


ters’ yard, is in a town of 10,251, 
made up of people who are engaged 
in diverse agricultural pursuits in- 
cluding citrus fruit, cotton grow- 
ing and dairy farming. The other 
yards at Tulare, Exeter, Lindsay, 
Strathmore, Porterville, and Wood- 
lake are located in Tulare county 
within a 30 mile radius. 


KEEP YARDS MODERN 


ONCE again it isn’t the size of 
the town that counts so much as 
it is the enthusiasm and the en- 
ergy of the individuals who make 
up its driving force. If you visit 
the yard at Woodlake for instance, 
you will find it new and modern. 
Large display windows front the 
combination store and warehouse 
designed to render a _ complete 
service to this community of about 
1,100 people. 

Well arranged island displays 
carry traffic items which act as 
sales builders. Or there is the yard 
at Strathmore, a wide spot in the 
road—population 450. With Lind- 
say on one side and Porterville on 
the other, it appears to be plumped 
right in the middle of nothing. 
There was a time, not too long ago, 
when there seemed to be little to 
sell. It was tough going. With 
six hungry yards to feed, it was 
no wonder that customers hardly 
saw a foot of lumber in the sheds 
for almost an entire year. 

But that didn’t prevent the com- 
pany from making the most of a 
situation. With lumber and build- 
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ing materials hard to find, they 
turned to other items. They 
bought everything from spittoons 
to boudoir lamps. Whenever a cus- 
tomer’s needs indicated. a special 
item, it wasn’t too long before he 
could procure it from the W. R. 
Spalding company. No cast iron 
sewer pipe available? Aluminum 
solved the problem during the 
period of greatest shortage. Ex- 
pensive, of course, but when it was 
vitally important to a customer it 
was on hand for him. Did a farmer 
need a horse’s harness? It wasn’t 
long before he would be able to 
obtain one from Spaldings. 

Quite a departure for a lumber 
company to merchandise coolers, 
stoves, heaters, sinks, lawn mow- 
ers, snow fence, anvils, clothes 
hampers, clocks, fan belts, heating 
pads, fire extinguishers, and hun- 
dreds of other items too numerous 
to mention, but it kept customers, 
and made many new ones. 


SELL ACCORDING TO TRENDS 


IT IS not the policy of the man- 
agement to permit the merchandis- 
ing of articles of this sort to get 
out of bounds. They recognize 
that their practices must be shifted 
as conditions change in order that 
they conform to best operating pro- 
cedure at all times. Illustrative of 
this point is the splendid job being 
done with the Porterville store and 
its displays. Here you will find the 
trend toward staple items. 

It is the same at Exeter where 


5| 





property improvements are being 
completed; at Tulare where the 
Cox Lumber company, one of the 
earliest additions to the Spalding 
operations continues to keep its 
prominent place in community life, 
as well as at Visalia headquarters 
where all the activities of the vari- 
ous yards are coordinated. 

Where it was feasible a while 
back to depart from standard 
stocks, company management now 
carefully watches its inventories 
and tunes its activities to the 
changed buying habits of 1947. It 
is this kind of merchandising sense 
that permeates the entire Spalding 
organization. 


BUILDING CUSTOMER GOODWILL 

CAREFUL attention is given to 
building customer goodwill ‘in all 
of the localities where the Spalding 
company operates. No town is too 
small, no location too good, no per- 
sonal touch too close, to prevent the 
company from taking an added step 





to be sure that the public in the 
areas they serve belong to them. 
Regular use of the local newspa- 
pers is an important part of the 
sales promotion job. Note from 
the accompanying advertisements 
how forcefully they compel read- 
ers’ attention, how they get across 
“hard to get” items. These effec- 
tive, attention getting and sales 
producing advertisements are pre- 
pared in conjunction with Norm 
Advertising, Inc., their advertising 
counsel. 


Back of this well coordinated 
program of building these men into 
responsible positions, of develop- 
ing and maintaining a high degree 
of consumer goodwill and accept- 
ance for its products, you'll find 
the leadership, inspiration, and 
guiding spirit, centered in a couple 


of hard working officials. Ray 
Clotfelter, president, and Bernard 
Barber, secretary and_ general 


manager, make a team which has 





worked together only a short time 
in the affairs of the Spalding com. 
pany. For many years they 
worked closely with each other in 
helping the industry to better its 
position through organized associa- 
tion effort. 

Ray Clotfelter practically grew 
up with the company. He is proud 
of his service of 42 years, starting 
out as a lumber piler on March 6, 
1906, five years after the company 
was founded by W. R. Spalding, 
He worked in various capacities 
through clerk, bookkeeper, as secre- 
tary and manager, and finally be- 
came president—and he works just 
as hard today as he did 42 years 
ago. His is a marvelous capacity 
for doing things and you can al- 
most set your watch by his going 
and coming. 

GROWTH OF THE COMPANY 

REMINISCENTLY, he recalls 
the early days of the company 

(Continued on Page 72) 
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W. R. SPAL 


If you want your home to give you really superior service... 
Better come into W. R. Spalding’s and see about the materi- 
ale you'll need for those long postponed repair jobs. 


DING'S ! 


WE TOLD YOU WE WOULD GET YOU MANY OF THOSE... 


“HARD TO GET ITEMS” 
No. 1 and No.2 CEDAR SHINGLES 






One Inch. . Two Inch. . 4x4 and 6x6 
LUMBER NOW IN STOCK 


ROW WINDOWS and FRAMES 
Mouldings . . House Paints 


WR.SPALDING jf 


LUMBER COMPRANY 
Bukaing thateriak Pucrchants. 


VISALIA, CALIFORNIA 














® Norm Advertising, Inc 


you want it! 





ALWAYS ON THE MOVE? 


It’s a sure thing that if you pay rent instead of owning your own hqme, you 
and your possessions are in for a lot of moving about from house to house! 


That's why it’s such a secure and wonderful feeling to own your own “built 
to order” home—with no landlord troubles—with everything exactly as 


, Why not come into W. R. Spalding’s very soon and let our friendly home 
Planning experts help you get started on definite, detailed plans for that 
“dream home” you‘re hoping to build! 











About time to get ready for the paint job you have been planning—— 


DUTCH BOY ...PAINTS and ENAMELS 


The ideal ONE COAT Interior Wall Covering 


ARTEX TEXTURE 


Wall Coating—Makes your walls look like the real stucco plaster job 


TEXOLITE 


* * * 
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We invite you to come in and LET’S TALK PAINT! 


WR.SPALDING 


LUMBER COMPANY 
Bulding heaterial Rucrchants. 


VISALIA, CALIFORNIA 
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WITH a single clear cut illustration and a few catch phrases these 
ads immediately attract reader attention. Regular use of the ads 
in local newspapers is an important part of the sales promotion job. 
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Two Separate 


HERE ARE TWO separate markets for new 
homes. One we can ¢all the “young family” 
market and the other the “established family” market. 
The young-family market is made up of young folks 
between 25 and 39. During those years young people 
get married, acquire a home and start raising a fam- 
ily. Until they approach 40 years of age most people 
are not fully established. That is, they haven’t had 
time to work themselves into a well-paying job, build 
up a prosperous business or save considerable money. 
This 25-39 age group does not have a fully devel- 
oped sense of security. Therefore, they are in the 
market for a small inexpensive home with a minimum 
of trimmings. It serves its purpose but it is not the 
house of their dreams. They must wait until this 
group becomes established. 


ESTABLISHED FAMILY CONSIDERED 

THE established-family market consists of people 
between the ages of 40 and 60. They are often the 
same people that we found in the first group but time 
has done a lot. It has raised their income level, piled 
up savings and given them a sense of security. The 
job now pays well and the business has successfully 
ridden out storms. Time has also expanded their 
wants. People in this group are no longer satisfied 
with their cramped, inexpensive, small home. They 
want the home they have always dreamed about and 
now they can afford it. This is the established-family 
market. 

How many people are there in each of these two 
markets? There are many millions, but their num- 
bers change constantly because of changes in birth- 
rate over a period of years. Right now, in 1947, we 
have about 33,000,000 young people between the ages 
of 25 and 39, an enormous number and an enormous 
market because the birthrate was still very high from 
1908 to 1922 whehn they were born. 

Legislation reduced the number of high birth rate 
immigrants to this country after 1924 and in the 
decade of the Thirties the depression sharply reduced 
the number of marriages and births. Naturally, we 
expect to find fewer people between the ages of 25 and 
39 in later years. 

Now glance at the chart. We are now in 1947 and 
in only a few more years the number of these young 
people is going to level off. There will be a plateau 
from 1950 to 1955. After 1955 the number of people 
Within this age bracket will decline for a decade or 









about 1965. After that the curve rises again to all- 
time peaks between 1975 and 1980. The reason for 
that is the huge crop of war babies between 1941 and 
1946 
YOUNG FAMILY MARKET 

BETWEEN 1975 and 1980, these babies will have 
grown up, obtained jobs and will be needing homes. 
But that time is a long way off. The thing to remem- 
ber right now is that the young family market, these 
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Markets For New Homes 


How birth and population factors are determining the 
“young family” market and “established family” market. 


By WILLIAM C. BOBER 








TWO BIG, SEPARATE, MARKETS FOR NEW HOMES 
Note the widening gap. 
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folks between the ages of 25 and 39, is bigger at pres- 
ent than it has even been so far in all our history. It 
is still growing but Will soon level off. 

Now for the established-family market, the people 
who are in the market for a more expensive home. 
Here, too, a glance at the chart tells the story. The 
number of these people is still growing at record speed 
and, unlike the younger people in our first market, 
will continue to do so for another 20 years or more 
because they were born earlier, back in the days of 
high birth rates. 

MARKETS COMPARED 

THE most striking thing the chart reveals is the 
widening gap between the two curves. The number 
of people in the young-family market is close to the 
top of the curve, which will flatten out and then de- 
cline. At the same time, the number of people in the 
established-family market will keep on growing until 
1970 by leaps and bounds. Therefore, the relative im- 
portance of these two markets is changing before our 
eyes. 

How important are these two markets so far? 
Roughly, the young-family market has generally ac- 
counted for about 65 percent of all new homes built 
and the established-family market for about 25 per- 
cent with the remaining 10 percent scattered here and 
there. In a few more years, these percentages will 
probably change. Because of the widening gap shown 
on the chart, the first market may have dropped below 
60 percent by 1965 and the second market risen above 
30 percent. 

Both markets will, of course, remain exceedingly 
important, but it is well to know that the market for 
the more pretentious home will climb steadily in im- 
portance for the next 18 to 20 years. 
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Organizing Operational Employees 


Job analysis and task setting simplifies the problem 
of training employees—and makes for efficiency. 


MPLOYEES of tthe retail 

lumber and building products 
business can be classified loosely in 
three categories: administrative, 
operational and sales. (The basic 
administrative job functions were 
described briefly in the last article 
of this series.) Operational em- 
ployees might be described as all 
yard and office workers other than 
executives and salesmen. It is these 
operational employees who keep the 
wheels of the business turning by 
performing the physical and cler- 
ical tasks which are necessary. 
They implement the policies and 
perform the duties laid down by 
the executives. 

Certain operational jobs (han- 
dling lumber, filing correspondence, 
sweeping floors, etc.) are common 
to all building material firms. But 
the number of operational em- 
ployees and the exact duties of each 
vary widely from one yard to an- 
other. Determining how to oper- 
ate at maximum efficiency is an in- 
dividual problem with each dealer. 
In the smaller yards it is not un- 
usual for one man to perform both 
executive and operational duties. 


Job analysis is a fundamental 
first step to efficient handling of op- 
erational employees. Job analysis 
merely means studying a job, tak- 
ing it apart and describing it in 
detail. It offers the following ad- 
vantages: 


1. The requirements of the job 
are itemized in detail, and the right 
person to fill it can be selected by 
logical rather than intuitive means. 

2. Training of the employee is 
simplified because the analysis 
offers a blueprint upon which in- 
struction can be patterned. 

3. Compensation for the worker 
can be fairly based on the amount 
and importance of work assigned— 
and his facility in performing it. 

4. It is easier to distribute work 
fairly. A job analysis reveals 


whether the employee is  over- 
burdened—or whether he does not 
have enough specific responsibili- 
ties to keep him busy. 


5. The administrative and coor- 
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dinating supervision becomes more 
effective when the delegation of 
responsibilities is pre-planned and 
mapped in detail. 

6. Job analysis makes it possible 
to avoid repetition of work and to 
eliminate superfluous operations. It 
indicates the optimum number of 
employees needed by the firm and 
helps to control the cost of doing 
business. 

When a job is analyzed the find- 
ings should be summarized in a job 
description. This description not 
only gives important general facts 
about the job, but also lists in de- 
tail the specific responsibilities of 
the worker. Following is an ex- 
ample of a description of the job 
of chief clerk in the wholesale de- 
partment of a company operating 
eight retail yards: 


DESCRIPTION OF THE JOB OF CHIEF CLERK 


Nature of Work: 
Keeps accurate records of in- 
coming and outgoing material 
and is the accurate source of in- 
formation concerning material on 
hand at the main yard and ma- 
terial moved from main yard or 
in between yards. Maintains a 
perpetual inventory on all stock 
by use of orders, transfers, in- 
voices, ete. and records findings 
in the Cardex file. 

Basis of Pay and Earning Possi- 

bilities: 

Receives weekly wage. 
Current average number of hours 
per week... 44. 
Can be advanced to top wage in 
bracket on same level of respon- 
sibility. 
Participates in company paid 
hospitalization plan. 
Is entitled to vacation according 
to established company plan. 
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Basis on Which Success is Meas- 
ured: 
Ability to render, on _ call, 
accurate information concerning 
stock on hand, stock moved, stock 
ordered ... etc... . Resourceful- 
ness in handling details for other 
members within the department. 
. . . Willingness to learn depart- 
mental functions and assume such 
responsibility as his job may re- 
quire. 
Promotion Possibilities: 
Chief Clerk——traffic manager— 
purchasing agent—price manag- 
er—department head. Is respon- 
sible directly to the department 
head and works in a cooperative 
nature with other members of 
the department. 
Special Knowledge and Skill Re- 
quired: 
Accuracy in copying ability. 
Basic math. 
Knowledge of transfers, orders, 
invoices, ete. 
Retail administration. 
Price book value. 
Classification of material. 
Plans for Training and Estimated 
Time Required: 
Receives on the job coaching 
from other departmental per- 
sonnel. 
Participates in periodic and spe- 
cial instructional meetings. 
Study S.P.I.’s, manuals, bulletins, 
memoranda, and other literature 
pertaining to his department. 
Personal study as a basis of pro- 
motion to next higher position... 
Continuous growth thru study 
and experience. 
3 months to level of passable per- 
formance. 
12 months to level of master per- 
formance. 
Special Demands of this Job: 
Inside work. 
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Cooperative nature. 
Willingness to learn. 

Accuracy of work. 

Presents clean and neat appear- 
ance. 


SPECIFIC RESPONSIBILITIES OF CHIEF CLERK 


Perpetual Inventory. 

a. Dates—counts—files the fol- 
lowing: 
Orders. 
Transfers. 
Invoices. 

b. Verifies invoices. 

ec. Records information in Car- 
dex File obtained from: 
Sales tickets. 
Transfers. 
Keysort cards. 
Time card. 
Invoices on daily stock re- 
ports. 

d. Checks with main retail out- 
let direct. 


2. Assists Traffic Manager. 


a. Receives cars. 

b. Dispatches cars. 

ec. Checks damaged goods. 
d. Checks for shortages. 


8. Assists Purchasing Agent. 


a. Maintains A.I.A. file. 

b. Maintains machinery file. 

c. Keeps Index Book up to date 
(Sweets Catalogue). 
1. Classifies material. 

d. Writes orders. 


4. Coordinates efforts with: 


Wholesale Department Manager. 

Traffic Manager. 

Purchasing Agent. 

Price Manager. 

Warehouse Superintendent. 

Main Yard Retail Manager. 

This job description was pre- 
pared by Whipple Brothers, Inc., 
Laceyville, Pa., the firm which is 
written up in the Master Merchant 
article elsewhere in this issue. An- 
other one of their job descriptions 
appears in a box along with this 
article—even the janitor’s job is 
important enough to merit analysis. 

The job descriptions given here 
are not offered as ideals or as be- 
ing universally adaptable. Probably 
every dealer will come up with a 
somewhat different answer when he 
tackles his own problem. But these 
examples can serve as_ excellent 
models of how a job description is 
prepared—and what is contains. 

With a little thought and investi- 
vation any executive can prepare 
descriptions of the operational jobs 
in his company. When he does so 
he will have taken the first step 
toward maximum operating effi- 
ciency. 
NEXT ARTICLE: The June 21 issue 


will discuss the training of yard and 
office personnel. 














DESCRIPTION OF THE JOB OF OFFICE JANITOR IN THE 
WHIPPLE BROTHERS, INC. MAIN OFFICE—LACEYVILLE 


NATURE OF THE WORK 


The Office Janitor is charged 
with the performance .of general 
maintenance tasks within the 
main office and on office grounds. 
He makes periodic inspections of 
the buildings to which he is as- 
signed and submits reports to the 
Office Manager concerning major 
repairs. He assists office person- 
nel with minor physical tasks 
such as moving desks, material, 
etc. He also handles mail and 
money. 


BASIS OF PAY AND EARNING 
POSSIBILITIES 


Receives hourly wage. (Wage 
Bracket “E’’). 

Current (1946) average number 
of hours per week—44, 

Can be advanced to top wage in 
bracket on same level of responsi- 
bility. 

Participates in 
hospitalization plan. 

Optional participation in group 
insurance plan. 

Is entitled to vacations accord- 
ing to establishing company plan. 


company-paid 


BASIS ON WHICH SUCCESS 
IN MEASURED 


Overall volume of work—knowl- 
edge, skills and attitudes displayed 
by janitor in dealing with assigned 
work. Appearance of office from 
the standpoint of impressions of 
salesmen, visitors and office per- 
sonnel. Initiative in handling spe- 
cial problems and evolving pro- 
cedures to effectively and efficiently 
keep the office clean and neat. 
Willingness to assume the res- 
ponsibilities of the job, and general 
cooperativeness with the office per- 
sonnel. 


PLAN FOR TRAINING 
On-the-job training. 

Periodic and special instructions. 
Memoranda, SPI’s, etc. 
Personal training for advance- 

ment. 


SPECIAL DEMANDS OF THE JOB 


Must stay in office or on grounds 
at all times except when sent with 
or for the mail, with or for the pay- 
roll, or on special errands. 

Must have a willing and cooper- 
ative nature. 

Lifting of material is required. 

Overtime work is sometimes re- 
quired. 


SPECIFIC RESPONSIBILITIES OF THE JANITOR 


CARE AND CLEANING 
RESPONSIBILITIES 
A. Daily 
1. Empty and clean out ash 
trays. 

2. Empty waste baskets. 

3. Dust window sills and office 
furniture, with the ex- 
ception of desks and chairs. 

4. Sweep front sidewalk, ex- 
cept in inclement weather. 
In winter, keep sidewalk 
free from snow and ice. 

5. Clean all toilets, wash 
bowls, drinking fountains 
mirrors. 

6. Check paper towels, drink- 
ing cups and hand soap— 

replenishes supply as 
* needed. 

7. Sweep or dry-mop floor. 

8. Remove water from cold- 
drink cooler, so that not 
more than a four inch 
level of water remains. 

9. Remove empty bottles 
from cabinet and replenish 
supply of drinks in cooler. 

Is responsible for reserve 
supply of drinks. Orders 
from delivery man as 
needed. 

10. Wash front door glass and 
showcase in retail store. 

41. Take reading from gaso- 
lene pump. 

12. Maintain heating plants in 
cold weather. 

13. Replace burned out light 


bulbs. 
14. Keep light fixtures free 
from dust. 


15. Open office in the morning 
—lock office at close of 
working day. 

16. Dispose of scrap paper in 
glazing room. 

B. Weekly 

1. Apply sweeping compound 

to all wooden floors. 
C. Bi-monthly 

1. Clean thoroughly all toilets 
and rest rooms — (scrub 
floors, clean plumbing fix- 
tures,etc.) 

2. Wash all windows, both 
inside and outside. 

3. Wax and. polish floor in 
legal office. 

4. Keep grass mowed and 
formed of needed major re- 
weeded in summer months. 

D. Occasionally 

1. Keep Office Manager in- 
pairs. 

2. Change screens and storm 
sash with change in sea- 
sons. 


MAIL RESPONSIBILITIES 


1. Deliver mail to and from 
Post Office daily. 

2. Deliver mail to garage. 
a. Return time cards to 
office from garage and glaz- 
ing room. 


MONEY RESPONSIBILITIES 


1. Takes deposit to bank 
daily. 

2. Brings payroll from bank 
on Thursday and Friday— 
each week. 
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CHARLES TRAVER is demonstrating a hack saw, one of several pieces 
of equipment in the hobby workshop department, that has proven 
a good seller. 


NLY TWO BLOCKS distant 
from South Bend, Indiana’s, 


busiest corner is the Belleville 
Lumber and Supply company. Five 
minutes after leaving the shopping 
center of the city, a shopper for 
building supplies can be gazing 
through the large glass window 
sections of the Belleville Lumber 
and Supply company, behind which 
are displayed a large variety of 
merchandise — nearly every item 
that the home owner will need. 

Not only is this modern, progres- 
sive store prepared to supply the 
current needs of the home owner 
of today, but it is completely pre- 
pared to meet the demands of the 
would-be home owner — draw his 
plans for him, find him a lot, build 
and equip his home and finance it 
for him. 


WALK-IN TRADE INCREASING 


THE new store has been open 
less than one year, but the in- 
creased volume in walk-in sales has 
more than justified the manage- 
ment’s decision to modernize and 





THIS attractive display of steel goods—shovels, rakes and hoes—is 
one reason why the walk-in trade at Belleville is so heavy. 
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enlarge the store by 3,000 addi- 
tional square feet, giving the store 
a floor space now of approximately 
10,000 square feet. 

As already indicated, one im- 
portant result of this moderniza- 
tion program is being steadily re- 
flected in increased sales. July will 
complete the first full year since 
the new, modern store was opened 
and the books are expected to show 
a million-dollar gross, perhaps 
more. The gross for the first quar- 
ter of 1947 was double last year’s 
for the same period. 

This creditable increase is the 
result of expanded lines, aggres- 
sive merchandising and complete 
consumer service. Belleville’s poli- 
cies are carried out under the di- 
rection of Paul D. Hass, manager, 
who returned to the organization 
in the spring of 1946, after four 
years’ service in the Army, just in 
time to face the multiple problems 
of opening a new store in the face 
of building materials shortages 
and. building’ restrictions. His 
father, William M. Hass, president 
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of the store, is a former president 
of the Indiana Lumber and Build- 
ers’ Supply association. 


PAINT SECTION FEATURED 


ONE of the most striking dis- 
plays in the entire store is the large 
floor area devoted to the display 
of Sherwin-Williams paints. The 
latest self-serving counters are be- 
ing utilized to promote the sales 
of paints, varnishes, brushes and 
the sales of companion materials. 
The display islands were built in 
the store’s own wood working shop 
to specifications furnished by Sher- 
win-Williams. 

The double-faced display unit 
has special spaces for color panels, 
shelves for the display of merchan- 
dise, color easels, a panel for acces- 
sories and a slot for customer serv- 
ice sheets. Eight of these. self- 
service units are now being uti- 
lized. 

Some indication of the effective- 
ness of this display can be seen in 
sales figures of this department. 
Gross sales in the paint department 


MAJOR display on the main sales floor is the paint department. 
Gross dollar volume of this department has doubled within a year. 
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BUILDERS SAY— It’s easier HOME OWNERS SAY — ARCHITECTS SAY—When 

to build a fireplace around The Heatilator Fireplace we specify the Heatilator 

the Heatilator—and there gives us cool weather com- we know that the fire- 

ore no kickbacks. fort — without a trace of place will be correctly 
smoke. built. 


Builders, Home Owners, Architects ....all a 
know and respect the HEATILATOR'! 


Yes, they know the Heatilator—a name 
that has been nationally advertised in leading 
consumer magazines for 20 years. They trust 
Heatilator’s proved, scientific design that will 
give them a fireplace that circulates heat and 
will not smoke. They respect the record of the 
Heatilator because it has been proved in 
thousands of homes and summer camps all 
over America under all conditions. 


Your selling job is more than half done 
when you show a customer a Heatilator. And 
every Heatilator sale gives you another satis- 
fied customer, added good will and a reputation 
for handling proved, dependable merchandise. 
*HEATILATOR is the 


registered trade mark 


Write today for complete dealer information. of Heatilator, Inc. 
Heatilator, Inc., 446 East Brighton Ave., Syracuse 5, N. Y. 


4 
-HEATILATOR Fireplace 
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for the first month the remodeled 
store opened amounted to approxi- 
mately $3,000. Since then the 
monthly paint sales have doubled 
and the volume is climbing. Don- 
ald Hadley and Ralph W. Smith 
are in charge of this department. 

On the opposite side of the 
store from the paint department 
is an attractive exhibit of home 
workshop equipment. Several of 
the hobby shop machines have been 
excellent sales leaders. Heading 
the list is an eight-inch power saw 
which has sold for $69.50. The 
store has sold 25 of these saws 
since last December. A _ 12-inch 
band saw and a power hack saw 
along with a quarter-inch electric 
utility home drill and one-half and 
one-quarter inch drill stands have 
provided a substantial volume of 
business in this department. 

Also in this section of the store 
is a department of toys. Although 
these items are not neglected, es- 
pecially during the holiday season, 
neither will they be emphasized 
during the remainder of the year, 
says Manager Hass. About 75 
percent of the toy stock on hand 
sold out during the last Christmas 
season. 


ELECTRICAL DEPARTMENT 


FARTHER back in the store ad- 
joining the paint department is a 
strong display of electrical fixtures. 
In addition to wiring, fixtures and 
general electrical supplies, the 
store has its own contracting serv- 
ice in this department serving in- 
dustrial, commercial and residen- 
tial needs. Personnel in this de- 
partment numbers 11 men who 
work under the supervision of 
Russell E. Place. 

The electrical and heating de- 
partments of the store are new, 
having been established last Sep- 
tember. Four men are assigned 
to the heating department, which 
is engaged primarily in handling 
the company’s own _ residential 
work. 

One of the busiest departments 
in the store is labeled lumber and 
millwork. This department—the 
store’s largest in sales volume— 
has four men on the counter 
ready to serve the -consumer’s 
every building need. On Saturday 
mornings there is likely to be a 
line of customers two or three deep 
behind the lumber counter. Earl 
Leonhard is in charge of this de- 
partment. 

Home owners also have an op- 
portunity to rent certain equip- 
ment. The store offers a sander, 
edger, two floor polishers, caulking 
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PROSPECTIVE builders find the architectural department will handle 
their problems. H. L. Farmer, left, superintendent of residential con- 
struction, is looking over plans drawn by Gerald Reinke and Leon 
Maenhout, architectural draftsmen. Elmo F. Cottrell, building super- 
intendent of one subdivision, was absent when this picture was taken. 
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EXTERIOR view of Belleville Lumber & Supply c n hasizes the large picture windows, 
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partly responsible for the heavy store traffic. 








HERE are several of the many island display stands which afford an excellent invitation to 
impulse buying. Note ample space between islands. 
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For fast turnover and 
sure profits .. . sell 
LELO-SIDING 


TRADE MARK 

























The two views show same barn before and after application of Celo-Siding. 


The multi-purpose insulation siding Merchandising and display material is also avail- 
, able to Celo-Siding dealers. 
that’s needed by your farm market 


Sell it now! See your Celotex representative or 


Celo-Siding is a remarkable Celotex product that’s Write us—find out the complete profit opportunities 


Stent Gee frome wane awaiting you with this superior insulation siding, 


Celo-Siding. 
Does 4 jobs in 1! Celo-Siding offers insulation, 
Celotex dealers: We will supply Celo-Siding 


sheathing, structural strength and exterior finish .. . 
broadside for mailing to farmers on R.F.D. Box 


all in one application! So it’s perfect for remodeling, 


repairing or building all types of farm buildings. Holder lists, imprinted with your name. No ad- 


dressing needed. Your only cost is 11/2 postage per 


Easy to use! Celo-Siding comes in four convenient name. Write us direct, ordering number wanted. 


sizes in two attractive colors, Buff or Green. It’s 





easy to handle, easy to apply, no special tools or 


methods are required. Ce L O-sS a i. § oy Gc 


TRADE MARK 


It’s in demand! The demand is growing rapidly 
for Celo-Siding because of its many uses and low ua CELOTEX been 


cost. It’s nationally advertised in farm publications. 











THE CELOTEX CORPORATION © CHICAGO 3, ILLINOIS 
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guns, shingle cutters and lawn 
rollers. Window displays serve to 
attract attention to these items. 


ARCHITECTURAL SERVICE 

UP ONE flight at the rear of 
the store is a large brilliantly 
lighted room which houses the 
architectural department, also the 
offices of the Portage Realty cor- 
poration, which handles residential 
building and financing for the 
company. It is here that the pros- 
pective home owner will talk over 
his needs with either Joe Gordon, 
one of the salesmen, or possibly 
one of the architectural draftsmen, 
Leon Maenhout or Gerald Reinke. 

Although this department is not 
as busy as it was in 1941 when 
the company built 300 homes, it is 
rapidly getting into high gear 
again. Belleville has a goal of 100 
new houses in 1947. These will 
run in the $7,500 to $8,500 class, 
although a few will go higher. 

Three subdivisions are under de- 
velopment at this time. Forty 
houses are being completed in the 
Willimette park and Lincoln ter- 
race sections. Four houses in the 
$10,000 to $12,000 range are.be- 
ing started in the Bercliff division. 
These are two-story houses, the 
others one-story and story and one- 
half dwellings. 

Each of these houses is a pack- 
aged sale, complete with everything 
but appliances. As yet Belleville 
does not handle an appliance line, 
but anticipates entering that field 
eventually. 

CEMENT BLOCK PLANT 

IT IS only natural that cement 
block houses should be an integral 
part of the overall building pro- 
gram sponsored by Belleville. Only 
last year the firm opened a cement 





WILLIAM M. HASS, president 


block plant capable of turning out 
10,000 blocks per day on a two- 
shift basis. Five cement block 
houses with a square footage of 
672 to 864 feet are being built 
by the company. These will sell 
for approximately $6,750 complete 
with heating equipment, inlaid 
linoleum in kitchen and_ bath, 
kitchen cabinets and plumbing. 

The store operates a small wood 
working shop where small jobs re- 
quiring an hour or so can be han- 
dled; larger jobs are taken to Hass 
Wholesale, Inc., which services 
Belleville and 12 other line yards 
that are part of the overall organi- 
zation. 

The store is active in promoting 
remodeling. It has eight carpen- 
ters who, when not otherwise oc- 
cupied, are kept busy with this 
type of work which includes attic 
remodeling, extra rooms, porches, 
built-in screens and _ insulation 
jobs. 

In addition to its residential 





WILLIAM F. FOLEY, manager of Portage Realty company, which handles residential develop- 
ment for the firm, is happy over this year’s outlook. Here he is in conference with Asa 
Wittenberger, in charge of mortgage loans and Joseph Gordon, a salesman. 
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PAUL D. HASS, manager 


work, the firm has engaged in a 
small amount of commercial build- 
ing. Currently it is building two 
small grocery stores. 

Fourteen salesmen are among 
Belleville’s 75 employees. Sales 
meetings are held on the average 
of once a week to consider perti- 
nent matters: how to speed sales 
of slow-moving items, foster bet- 
ter customer relations, etc. 

The company has a bonus plan 
based on length of time in service 
and relative position of employee 
in the concern. A _ vacation-with- 
pay program has been a part of 
the company policy for some years. 


ADVERTISING PROGRAM 

NEWSPAPER advertising is 
the principal medium used to draw 
store traffic. Both display and 
classified are used with a heavy em- 
phasis on display. Paul Hass 
writes the advertisements himself, 
usually spending Monday evening 
at that chore. A representative of 
the South Bend Tribune calls at 
the store for the ads for the suc- 
ceeding week. Principal items the 
store has been pushing recently 
are hardware, paint, concrete 
blocks and lumber. 

In recent months Belleville has 
utilized the radio to reach the buy- 
ing public. These advertisements 
have taken the form of daily spot 
announcements on musical pro- 
grams over WHOT, a local station. 
Once a month Mr. Hass gives the 
station a list of various items 
adaptable to radio advertising; the 
station supplements these by 
watching the firm’s newspaper ad- 
vertising. 

Consumer inquiries since the 
program started indicate that 


positive results are obtained 
through this medium. 
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FOR STEADY PROFITS 





FINEST QUALITY e PROVEN PERFORMANCE e ATTRACTIVE PACKAGING e READY AVAILABILITY 


WOODHEALTH 
Clear Toxic Fg 
Preservative Ba 


KILLS ano PREVENTS 


A PROTECTION PRODUCT 





OS PROTECTION 


‘ ALUMINUM 


‘ Water Repellent 














io * 
— ” (i , ‘ Finish 
yo / * 
4 ‘ 
/ + 
The penetrating, colorless, paintable Py ™ ... For wood, masonry, canvas 
. 
preservative for home and farm use. y % and metal. Not a paint — a 
, TOXIC WATER REPELLENT| ‘ 
Kills and protects against: Rot, 7 ——a * penetrating water repellent. 


Termites, Powder Post Beetles, ’ 


r 
Carpenter Ants, Mitesand 4 
4 





ROT ano STAIN: FUNGI 


PROTECTS AGAINST <% When mixed with aluminum 
SWELLING 


SHRINKING % 

WARPING 

CHECKING ‘ paste, produces a smooth 
% 








Ticks. Effectiveforwood #¢ 
and soil treatment Pg 
against termites. 


Easy to use. Py 


WOODLIFE— Toxic Water Repellent Preservative 


r — ? ; ‘ 
7 The original toxic water repellent for wood — used by leading millwork 


manufacturers since 1936. Retards shrinking, swelling, splitting, checking and 


4 satin-like elastic finish. 

\ 
* Smooth- flowing, 
." non-flaking, 


% 
\ non-cracking. 
% 


Py grain raising. Protects against rot and stain, termites and other wood destroying insects. ‘. 
Py Excellent base for paint, varnish and enamel. * 
Ps DISTRIBUTED BY LEADING WOODWORK JOBBERS EVERYWHERE % 
, Write for Attractive Dealer Program 


; 
/ 


Protection Products Mfg. Co. 


Mfrs. of CHEMICAL 


Research Laboratory and Plant KALAMAZOO, MICH. 
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Increase your income by building 
sales higher, wider and thicker. 


Selling Related Items 








IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 








BASICALLY THERE are but 

two ways to increase your 
sales. One is to sell more custom- 
ers and the other is to increase the 
size of each sale. Successful sales- 
men are constantly striving to util- 
ize both methods. 

If the number of sales closed can 
be maintained or increased, then 
expanding the size of each sale is 
a sure road to greater income. 
This process is known as building 
sales higher, wider and thicker. 
There are several techniques 
whereby it can be accomplished: 

1. SELL MORE OF THE ITEM. For 
example, sell insulation for the 
walls as well as the roof. Sell four 
inch batts instead of two inch. 


2. SELL BETTER QUALITY. For 
example, sell brass or bronze 
hardware, which costs more but 


will give trouble-free service and 
retain its beauty for the life of the 
building. 

3. SELL RELATED ITEMS. When 
you sell paint, sell brushes, thin- 
ners, sandpaper, putty, etc. 

4. CALL ATTENTION TO NEW 
Propucts. There is always a good 
chance that something new will ap- 
peal to the customer and will be in- 
cluded in the order—if you tell 
him about it. 

5. EXPLAIN How LITTLE PER 
MONTH EXTRA QUANTITY OR QUAL- 
ITY WILL Cost. Proper use of the 
above techniques will frequently 
build the customer’s desire higher, 
wider and thicker, but he may balk 
on costs. This is the place to talk 
monthly payments and to prove 
that a very small increase in these 
payments will give him much more 
satisfaction, durability, ete. 

All of these methods are impor- 
tant and are used repeatedly by 
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succéssful salesmen. Up until a 
few years ago the majority of re- 
tail lumber and building materials 
salesmen were not’ thoroughly 
trained in the advantages of sell- 
ing related items. In 1940 a lum- 
ber dealer explained to a staff edi- 
tor of AMERICAN LUMBERMAN that 
he didn’t think much of the idea 
that many customers would buy 
goods, if suggested to them, not 
originally on their mental shopping 


drug store clerk had “made him 
sore” by suggesting that he also 
buy some razor blades, when all he 
had asked for was shaving soap. 

“Did you buy the blades?” 
asked the editor. 

“Yes, dang it, I did,” replied the 
dealer, “and what’s more, before I 
left the store the guy had sold me 
a brush and comb and a fountain 
pen. It makes me mad to think 
about it.” 








list when they entered the store. 


Yes, related selling will work to 
He added that the day before a 


(Continued on Page 72) 





QUIZ FOR CONSUMER SALESMEN — LESSON 12 


|. What are the two basic ways to increase your sales? 
2. What is meant by "building sales higher, wider and thicker?" 


3. Give five methods which can be used to increase the size of the 
average sale. 


4. What is meant by related selling? 


5. Can related selling be used outside the store or is it confined to 
the man behind the counter? 


6. Can placement of merchandise displays in the store facilitate the 
job of related selling? 


7. |f a woman comes into the store to buy a can of paint, what basic 
related items should the salesman attempt to sell her? 


8. If the woman intends to paint her kitchen cabinets, what sales pos- 


sibility is opened up that might not exist if she intended only to 
paint her breakfast room table? 





9. Make a list of ten of the most important products you have to sell. 
Assume a hypothetical customer for aeih product. In each case, 
how would you go about questioning the customer to learn his use 


for the product? What types of related items would you attempt 
to sell him? 


10. Must the salesman use his imagination in successful selling of related 
items? 
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Although we are now pro- 
ducing as much high qual- 






ity lumber as possible we 






cannot take care of all the 






requirements of our good 
customers, but we hope we 






will soon be able to fill all 






your lumber needs. 





Illustration: Knives for man- 
ufacturing mouldings, drop 
siding and other pattern lum- 
ber. 
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No. 47 in a series on’ modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Member Western Pine Association Libby, Montana 
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For edging boards and smaller dimension lumber up to 
1500 feet per hour. Strong, rigid construction yet light in 
weight for portability. Quick, easy adjustment of saws. 
Will work as narrow as 1 inch to as wide as 16 inches. 
Can be had as either right or left hand machine. A real 
production edger for small or portable mills. For further 
specifications write for bulletin AL 5. 
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How A Small Town Dealer Does 









A Year-Around Volume Business 


Three Oaks, Mich. (pop. 1351) can boast a smart subdivision because the 
Three Oaks Lumber & Coal company is doing a real packaged selling job. 
Manager J. Sherland Wolfe assures his employees work the year around by 
prefabricating bunk houses; promoting remodelling during bad weather. 





HOME of the Three Oaks (Mich.) Lumber and Coal company on the town’s main shopping street 
and adjacent to rail facilities. 


HREE OAKS is a neat, thriv- 

ing little Michigan commu- 
nity with a census population of 
1351. It is five miles from Lake 
Michigan in Berrien county, a rich 
dairy-fruit county in southeastern 
Michigan. 

The town sponsors a vigorous 
Chamber of Commerce and a civic- 
minded Lion’s club of 55 members. 
Principal industry of the commu- 
nity is the Warren Feather Bone 
company, which employs a force of 
300-400. 

Even in this little community, 
the housing need is critical. There 
is no contractor in town and only 
one lumber yard—the Three Oaks 
Lumber & Coal company, managed 
by J. Sherland Wolfe. Mr. Wolfe 
came to Three Oaks five years ago 
after serving as assistant manager 
of a North Liberty, Ind. yard. He 
has been in the lumber business for 
20 years. 


ACTIVE IN COMMUNITY AFFAIRS 
LIKE most retail lumber dealers 
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around the country, Mr. Wolfe im- 
mediately became an active cog in 
the community machine. He is now 
vice president of the Chamber of 
Commerce and he holds a similar 
position in the Lion’s club. He is 
proud of the community and espe- 
cially proud of the contribution his 
firm is making in helping solve the 
housing shortage by providing 
modern, completely packaged homes 
for residents of Three Oaks. 

Soon after Mr. Wolfe came to 
Three Oaks the only contractor in 
town quit, leaving the field free for 
development by the Three Oaks 
Lumber company. Mr. Wolfe hired 
the personnel of the defunct com- 
pany. Two years ago he decided to 
do something about the town’s 
housing shortage. He bought nine 
acres of land in one of the best 
sections of town and started a sub- 
division. Since then he has added 
to the original subdivision until 
he now has 82 acres. 

Although government building 
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restrictions hit him hard, Mr. 
Wolfe has managed to build five 
houses on Paw Paw street and four 
on Michigan street. Every house is 
completely packaged and ready to 
move into—“everything done but 
the window washing and a woman 
can do that better,” explains Mr. 
Wolfe. 

The streets were laid out and 
paved, sidewalks were built and 
rough grading done. The houses 
are not box-type houses. Each floor 
plan and overall design is distinc- 
tive, although each house is about 
the same size, approximately 1,000 
square feet. Each is built on a big 
lot—approximately 75-132. 

Each house has four rooms and 
a bath. These include a kitchen- 
dinette combination; a living room 
12x19 and two bedrooms 11x11. 
There is a full basement under each 
house and several of the houses are 
built to allow the addition of one 
large and one small room on the 
second floor. 

PACKAGED SALE 

PACKAGED sales have included 
heating equipment (automatic oil 
or stoker); inlaid linoleum in 
kitchen and bath; built-in kitchen 
cabinets, electric hot water heater; 
asphalt shingle roofing with in- 
sulated ceilings. Sidewalls are 
mostly double coursed shingles. 

These packaged houses have sold 
for $7,500 to $10,000. A number of 
them have sold for cash; others 
have been financed under the GI 
Bill of Rights and savings and loan 
associations. 

Mr. Wolfe has set a goal of 10 to 
12 houses this year. Shortage of 
skilled labor is a serious drawback 
and, of course, the scarcity of cer- 
tain materials. Mr. Wolfe has found 
it necessary to develop his building 
program around four or five key 
men. 

As the answer to another trouble- 
some problem—keeping his men 
busy the year-around, Mr. Wolfe 
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*Registered 


The Floating Floor, evenly supported 
at every point, has the real resilience 
of wood—plus! 


No dead areas or hard spots to spoil 
the game, when a gymnasium floor 
follows this design. Players report “no 
shin splints and less fatigue’. And 
it’s quiet. 

No expensive rebuilding jobs be- 
cause of decayed subfloors, either, 
when Wolmanized Lumber* is used 
there. Pressure treatment with Wol- 
man Salts* preservative makes stand- 
ard structural lumber highly resistant 
to decay and termite attack. You save 
on upkeep. 

For Industrial Buildings, too. 


Floating Floors employing Wolman- 
ized Lumber offer many advantages: 
easier on workers, quieter, longer 
lived, smoother trucking, and cost 
less to maintain. 


Ne CREOSOTING 
\\ v FLAMEPROOFING 
trademarks WOLMANIZING 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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Finest of Northern 
hardwood, Southern 
hardwood, Douglas 
Fir and Ponderosa 
Pine plywood. Tech- 
nical advice. Prices 
and information 


upon request. 


eens 


4445 BELLEVUE AVE. 


PLYWOOD DAYTON CO., DAYTON, OHIO 
e 
PLYWOOD GRAND RAPIDS CO., GRAND RAPIDS, MICH. 
* 
PLYWOOD TACOMA, INC., TACOMA, WASH. 


DETROIT 7, MICH. 




















J. SHERLAND WOLFE, manager of Three Oaks 

Lumber & Coal company, believes that a suc- 

cessful small town lumber dealer should take 
an active part in community affairs. 


did a big business in building 
brooder houses until the high cost 
of feed and the low cost of chickens 
hit this market. His firm built 50 
to 75 brooder houses annually dur- 
ing the peak times. In bad weather 
these days, his men turn to pre- 
fabing two-room bunk houses to 
house transients who work the 
fruit orchards in season. These 
sell for $635. The company has sold 
more than a dozen since early in 
the year and could sell more if the 
labor to build them were available. 
These prefab units have afforded 
year-around work for his men so 
that time lost because of weather 
conditions was under 10 days last 
year. 

At the same time, the firm car- 
ries on an active remodeling pro- 
gram. This is one of the best types 
of business that a dealer can push 
because it has fewer headaches, 
Mr. Wolfe believes. Another thing, 
there is less lost time on these jobs. 
Besides the usual attic and kitchen 
modernizations, the company has 
been busy with laying new founda- 
tions, erecting new chimneys, lay- 
ing new floors (when flooring is 
available) and building fireplaces. 


CONSISTENT ADVERTISER 


THREE OAKS Lumber company 
is a consistent advertiser in the 
Galien River Gazette, a local week- 
ly of tabloid size. Mr. Wolfe runs 
both display and classified adver- 
tising, much of it in co-operation 
with manufacturers of building 
materials carried by the store. To 
reach the agricultural trade even 
more effectively, the company is 
taking major space in the South- 
western Michigan Farmer, a new 
weekly with an initial circulation 
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of 3,000 covering the fruit growing 
country. 

Farm sales are no small item 
with Mr. Wolfe. These include new 
barns, tool sheds, barn equipment, 
fencing and steel posts but espe- 
cially general repairs. 

The farm trade, Mr. Wolfe be- 
lieves, will soon be hard pressed by 
the lake-shore business which is 
expected to expand considerably as 
soon as building restrictions are 
completely lifted. 

Three Oaks Lumber company is 
a conservative concern. It sticks 
to builders’ hardware, paint, in- 
sulation and the standard products. 





BUNK HOUSES like the one pictured on this truck are being sold as fast as they can be prefabed 
by the Three Oaks firm. 





THIS is one of the packaged homes in a subdivision being developed by the company. The 
complete sale includes heating equipment, built-in kitchen cabinets and electric hot water heotet. 
Floor space runs approximately 1,000 square feet. 
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One innovation during the war was 
step ladders. But its overall busi- 
ness is enough to keep a maximum 
of 28 men busy building and 14 
men busy in the yard. It is one of 
the most diversified small town 
lumber businesses doing a surpris- 
ing gross sales volume. The exact 
amount is not available for publica- 
tion, but those who would aspire to 
it in a small town can well listen to 
the advice of Mr. Wolfe, one suc- 
cessful small town retailer in build- 
ing materials: 
“Diversify 





your business as 


much as you can—don’t put all 
your eggs in one basket.” 
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Souther Hardwoods, «..), 
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LUMBER COMPANY INC. LUMBER “COMPANY INC. 
Conway, S. Carolina == 8201 Fig. Ste _ New Orleans,La._ 











IMPROVED! 


Automatic Feed Table 
By Cunningham .... 


THE improved AUTOMATIC FEED TABLE is signed to prevent jamming of the lumber and | 
another CUNNINGHAM achievement in carry- feeds only one board at a time. The feed bars 


ing out its policy of producing superior saw- are adjustable to feed 1 to 4" lumber and 
mill machinery that is modern in both engi- | widths of 4” to 12”. Bottom rolls are sectional 
neering and design. to permit cheaper replacement of the wearing 


parts. Sturdily constructed, strongly braced 
The Cunningham Feed Table has a pineapple _—‘ throughout. 
control lever at the rear. The runway is de- Write for our sawmill machinery catalog. 


CUNNINGHAM MACHINERY COMPANY 


710 Ricou St., SHREVEPORT, LOUISIANA 
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HOUSE PLAN NO. 842 
15,700 Cubic Feet 
765 Floor Feet 


New House Plans | = 
WITI 
INDI 


HOUSE PLAN NO. 846 
18,000 Cubic Feet 
838 Floor Feet 
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HAUL LUMBER EASY, 
QUICK, AT SAVINGS 
WITH THIS POPULAR 
INDUSTRIAL WHEEL 
TRACTOR 


The Allis-Chalmers Model 
I-B is built specifically for in- 
dustrial purposes — low. 
short, powerful — pulls big 
loads quickly through nar- 
row aisles, around corners, 
up ramps — short turning, 
extra stability. Ideal for 
pushing loaded cars into dry 
kilns! Economical—operates 
on less than a gallon of fuel 
an hour. Available with 
sweeper, if desired, for gen- 
eral clean-up work, clearing 
snow around yard. Get all 
the facts ... see your Alllis- 
Chalmers dealer. 











ALLIS‘CHALMER 


RACTOR DIVISION - MILWAUKEE 1, U.S.A. 
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QUICK-HITCH 
DRAWBAR 


—to hitch, operator 
simply backs trac- 
tor until load trips 
outomatic coupler 
Handy rope trip 
unhitches Coupler 
odjustable to var- 
ious heights. 















wi 


EARLY DELIVERY 
possible if you place your 
order with your Allis- 
Chalmers dealer now! 


a 











A PRODUCT 
APPEAL 


S., your customers the 
flameproof insulation that's soft and safe as a 
powder puff, and yet too tough for heat or cold! 
Cotton Insulation appeals to your workmen, 
too ... doesn't make their skin smart or sting - 
unrolls like a rug and makes the job of instal- 
lation simple, quick, and easy. 


Sell new economy, safety and insulation per- 
formance. Sell featherweight, flameproof, effi- 
cient Cotton Insulation — made to specifications 
of the U. S. Department of Agriculture - tested 
and proved by successful service from Alaska 
to the tropics. 








Look for this emblem 
when you buy. 


FR EE! Send for your copy of the 
new folder ‘‘Cotton Insulation.” It 
gives you many suggestions for 
dramatizing the powerful sales 
story of this amazing product. Ad- 
dress National Cotton Council, Box 
18, Memphis, Tenn. 


COTTON INSULATION ASSOCIATION 
NATIONAL COTTON COUNCIL OF AMERICA 










































HOUSE PLAN NO. 844 
15,180 Cubic Feet 
1,170 Floor Feet 


=y | 10-0 X 13-0 
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DINING ROOME LIVING ROOM 
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BED ROOM 


13-6 X 10-0 il-6 X 17-0 





BATH LINEN WARDROS 
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BED ROOM 








SECOND FLOOR 








Complete working blueprints and specifica- 
tions of any house design published in this 
magazine are now available at $5 per sef. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
@ convenient 12x18 inch size and meef all 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman & Building Products 
Merchandiser, 139 North Clark street, Chi- 
cago 2, Ill. 
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SIDING 


Our FITITE STAYON STAINED SHAKES applied double course 
construction furnish the best and cheapest siding material on 
the market. These shakes are now available in mixed cars with 
STAYON STAINED or Natural R. C. Shingles, together with 
TOTEM TAPERSPLIT SHAKES and TOTEM HANDSPLIT RE- 
SAWN SHAKES. 


2 pga > 


FITITE Cedar Shakes 
STAYON Stained Shingles TOTEM Handsplit Shingles 


COLONIAL CEDAR CO. 


Manufacturers and Distributors 


Chas. E, Putman SEATTLE 99, WASH. S &. ne 
























SETS THE “SAWING PACE” 


with FAST, BALL BEARING SMOOTHNESS of OPERATION 
BC with STRENGTH thru RIGID, ALL-WELDED UNITS 
with LIGHTNESS, affording EXCEPTIONAL EASE of PORTABILITY 


THE KENT “STURDI-MILL” 


was largely designed and built upon 
YOUR RECOMMENDATIONS to MOST 
PROFITABLY SATISFY YOUR SAW- 
MILL REQUIREMENTS. 





Years of sawmill building experience 
are reflected in the Kent Sturdi-mill. 
You men who saw logs, rightfully place 
performance first in a machine. 


The Kent Sturdi-mill will saw more 
timber for you accurately and faster. 


Realize the most on your investment 
by getting the complete Sturdi-mill 
story and then deciding on your best 








a ee ee Improved Original KNIGHT Dogs and SET WORKS 
EARLY DELIVERY ASSURED. Portable Mills .. Edgers .. Cut-Off Saws .. Saws.. 
Engines .. Top Saw Rigs .. Log Turners .. Sawdust 
WRITE TODAY For ILLUSTRATED LITERATURE Conveyors and Blowers 





THE KENT MACHINE CO., 115 Portage Trail, Cuyahoga Falls, Ohio 


_ 
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All Out for the G.I. 
(Continued from Page 52) 


some 38 or 40 years ago when the 
ranchers and cattlemen, who were 
the customers then, would make 
purchases of materials over a pe- 
riod of a year with bills running 
up to several thousands of dollars. 
Once a year they would come to 
town to settle up. Some were un- 
able to read or write but they all 
would go around to the various 
merchants with whom they had 
done business, collect their state- 





ments, bring them all to the bank 
where totals would be drawn. 
Back they came loaded with gold 
pieces of various denominations to 
be shelled out of their weighty 
pockets. In those days Mr. Clot- 
felter recalls that the twenty dol- 
lar gold piece was a favorite me- 
dium of exchange. 

Bernard B. Barber joined the 
Spalding company in April, 1946, 
as secretary and general manager. 
He brought to it a wealth of ex- 
perience that came from years of 
service in trade association man- 





able quality. 








Good Logs Enhance Quality of 
A-Y Ponderosa Pine Lumber 


Behind the A-Y operation is a stand of choice Ponderosa 
Pine timber that provides a constant flow of fine quality 
logs to the A-Y mill. Modern lumber manufacturing 
equipment, skilled machine operators, close supervision 
and accurate graders do the rest. Result: A-Y Pon- 
derosa Pine lumber is known everywhere for depend- 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 





Prineville, Oregon 
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agement in the lumber and build. 
ing material field. Seven of these 
years he teamed up with Ray Clot. 
felter as president and he as ex. 
ecutive vice-president of The Lum- 
ber Merchants’ Association of 
Northern California giving dealers 
in that area one of the finest or- 
ganizations of its kind in the 
country. 


Previously connected with Tilden 
Lumber and Mill company in the 
Bay Region of California, he algo 
served as secretary of the San 
Joaquin Lumbermens group and 
The California Lumbermens coun- 
cil. During this time he formed 
the Building Service bureau which 
provided a specialized merchandis- 
ing service for dealers. Now he 
finds it an interesting and challeng- 
ing occupation helping Ray Clot- 
felter put into workable, every day 
use, merchandising ideas and prac- 
tices they both lived, talked, and 
urged as association officials. 


The good employee relations 
practiced at W. R. Spalding com- 
pany are reflected in good customer 
relations. The “all out” spirit of 
the company embodied in its prac- 
tically 100 percent G.I. make-up and 
in its full scale employee training 
and development program insures 
an “all out” attitude on the part of 
these employees to further com- 
pany interests among the people of 
their communities. It is a good 
system. It augurs well for the 
highly competitive selling period 
which is ahead. It generates a 
tremendous selling force. 





Selling Related Items 
(Continued from Page 62) 


increase the size of the average 
sale. And the technique can be 
used by salesmen working outside 
the store as well as behind the 
counter. Related selling, however, 
is not high-pressuring the cus- 
tomer to buy things he doesn’t 
need. Instead it is making sure 
that he gets everything he does 
need. 


Suppose a woman comes into the 
store and asks for a small can of 
ivory enamel. The man_ behind 
the counter asks no questions. He 
merely wraps the can, rings up the 
purchase and lets the customer 
leave. 

The woman goes home to paint 
her breakfast room furniture—a 
job in which she is quite interested 
and anxious to complete—and el- 
counters the usual problems of 


(Continued on Page 74) 
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“timme that?” 


Mr. H. Fitzherbert 


whose idea of a dream house 
fe calls for trouble-proof double- 
a hung windows and modern win- 
dow hardware. 








And 134,445,000 magazine 












OK r\\ VN readers share his opinion 
: and Gardets fg Grand Rapids tnvizible Sash Balance 
5 Se ; advertising reaches the middle and upper- 
crust home-building market . . . the 
kind of people who retain architects and 
engage responsible builders . . . the kind 
of people who want the very best. 















If there is any hi-speed wood cutting to 
be done in volume Comet Radial Power 
Saws are qualified to do the job. Comets 
are noted for cutting other things besides 
wood. Such elements as time, effort, costs! 
Comets on the job usually mean more 
profit for the builder. It’s easy to see why 
Comets will do a big job in the coming 
construction program. Order from your 
dealer or write direct. 








CONSOLIDATED MACHINERY & SUPPLY CO., LTD. 
2029-33 Santa Fe Avenue, Los Angeles 21, California 






























“He wants the 


GRAND RAPIDS ,, 


) 


tw Vie “or 
—7/““ GASH BALANCE 


The practical SPIRAL sash balance 


Tested in the laboratory and in thousands 
of homes, Grand Rapids Invizible assures 
smooth-working windows that never chatter. 
No tapes, no cables, no exposed parts — 
menage against corrosion, Save many 

ours of costly installation time . . . just 
drive three screws, that's all! Fits the nar- 
-rowest casings. Simple adjustment without 
removing sash. Versatile, too — only a few 
standard sizes needed for 95% of your 
jobs — same size balance fits either upper 
or lower sash. 


Get complete installation data 
Write today for complete, fully-illustrated specifications and 
installation data . . . see how Grand Rapids Invizible simpli- 
files and improves every double-hung window Job! 


= 
















GRAND RAPIDS HARDWARE COMPANY 
Grand Rapids, Michigan 
Quality Leaders in Sash Hardware for 50 Years 










Grand Rapids Sash Pulleys 
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No. 103 face plate, cone bearing type and Nos. 
175, 109, 110 sawtooth drive type sash pulleys 
cover 95% of all sash pulley requirements. p> 
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Selling Related Items 
(Continued from Page 72) 
amateur painters. The only brush 
in the house is stiff as a board and 
full of red paint from its last use. 
It isn’t a very good brush, anyway, 
and as she attempts to clean it, the 
bristles come out in large numbers. 
She goes out to buy a new brush. 

Later she meets other problems 
and discovers that she also needs 
thinner, sandpaper, etc. By this 
time her patience is exhausted and 
she wishes she had never tackled 
the job. She is a disgruntled cus- 
tomer. If the salesman had been 


on his toes and suggested these re- 
lated items in the first place he 
would have made a bigger sale and 
would have had a far more satisfied 
customer. 


To facilitate this type selling 
many successful retail stores keep 
articles which are commonly used 
with each other in the same dis- 
play—or in adjacent displays. The 
alert salesman, however, doesn’t 
stop at that. He tactfully finds out 
what the customer intends to do 
with the enamel. He is then in a 
position to offer better service and 
advice. And the knowledge enables 





Write for Catalogue 





ES 


ENGLISH TYPE-- RAIL AND HURDLE FENCE 


LARGE STOCK -- PROMPT SHIPMENTS 


WOOD PRODUCTS COMPANY 





TOLEDO 12, OHIO 








planned it that way. 


LUMBER 
CORPORATION 


Yellow Pine 


KIRBY BUILDING 





We Like “Cats ” 


We buy them. We need them in our work. We will continue to 
use them until something better comes along. ‘'Cats'’, we might add, 


are motive power for most of our logging equipment. 


It is of interest to the retailer to know that "Cats", as well as arches, 
loaders, special trucks and other equipment are constantly being added 
to the Kirby woods equipment, because this news serves to drive home 
a point we have often made about our future timber supply. Kirby 


timber is provided for far, far into the future. Our forester force has 


"A Wood for Every Purpose” 





Southern Hardwoods 


HOUSTON, TEXAS 











him to follow the best approach in 
selling related items. 

To stimulate the sale- of fast- 
moving items with seasonal sales 
appeal, a midwestern lumber yard 
displays such items in the middle 
of the store where customers can 
see them upon walking into the 
store from either of two entrances, 
In the spring, unpainted screen 
doors are offered at an attractive 
price on a cash and carry basis. 

This display is used merely as 
the first link in a chain of related 
selling. Since the screen door must 
be finished to match the house, the 
customer is taken to the paint de- 
partment. Sometimes this makes 
it possible to sell other timely paint 
jobs. Next is the hardware de- 
partment—in addition to what is 
needed for the screen door the cus- 
tomer might buy colorful, modern 
hardware for his kitchen cabinets. 
Thus the salesman is not only able 
to sell the original item on display, 
but by a skillful arrangement of 
products that are related to the 
original sale, can increase the 
amount of the transaction with the 
customer. 

The outside salesman working on 
an insulation prospect has an ex- 
cellent opportunity to utilize re- 
lated selling. 

Once the value of insulation is 
established with the householder, 
he is likely to think first of in- 
sulating the attic floor, the under- 
side of the roof or perhaps the 
walls with a northern exposure. 
This was especially true when in- 
sulation first became popular. The 
householder should be shown that 
half a job of insulating is far from 
satisfactory; that specialized types 
of insulation are available for 
every type of job. 

If it is logical to sell insulation 
as a package job, it is even more 
logical to sell a complete winter- 
proofing job for the home. Such a 
job would call not only for the ap- 
plication of insulation but would 
also include_ weatherstripping, 
storm sash, calking and the like— 
as much of it as the customer can 
be sold up to the optimum amount 
required for his home. A winter- 
proofing job of this type represents 
better value for the home owner 
and bigger sales for the salesman. 

The final answer to successful 
selling of related items is for the 
salesman to use his imagination 
and stay alert to all the possibili- 
ties offered by any purchase. He 
should never fail to make reason- 
able suggestions to the customer or 
to ask for an order of related 
products. . 
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WASHINGTON 


RETAIL LUMBER STOCKS, according to the 


NRLDA, stand at 4,182,000,000 board feet, nearly 
two and a half times the inventories of a year ago. 
Current sales are running above last year’s figures. 
Larger inventories can help reduce housing costs 
provided they mean full pipelines and balanced re- 
tail holdings. Expediter Creedon has pointed this 
out again, saying full supplies make for rapid job 
completions. 


INDUSTRY LEADERS say there’s no chance that 


housing prices can be brought down to pre-war 
levels. People seem to believe this is possible and 
some are waiting for it to happen. Prewar prices 
were abnormally low and are not reasonable meas- 
uring standards. Of course some current prices are 
abnormally high and this explains the practical cer- 
tainty of a shakeout. But don’t expect pre-war 
levels unless the readjustment sets off a world-wide 
currency crisis that blossoms into a domestic bust. 
In that case, all bets are off. 


THE INFLATIONARY SPIRAL has blown its power, 


at least in the opinion of most business analysts. 
They say that balanced inventories, step-up in 
efficiency and correction of individual out-of-line 
practices will do more to reassure the customers 
than will all-out attacks on high-level price struc- 
tures. 


WAYS TO REDUCE PRICES are being sought by 


builders. The National Association of Home Build- 
ers, meeting in Washington, raised four points: 
wages and productivity of labor; government con- 
trols over construction; the Veterans’ Administra- 
tion appraisal system and pending legislation. 
NAHB asked for passage of the Wolcott Bill end- 
ing all government building controls except vet- 
erans’ preference, also asked for extension of FHA’s 
Title VI insuring program. 


RUMORS of the speedy ending of the Veterans’ 


Emergency Housing Program have long been prev- 
alent. Three possible ways this may come about 
are the Wolcott Bill; the possibility of an Adminis- 
tration order, beating Congress to the draw; the 
refusal of Congress to appropriate funds. Best 
sources here believe VEHP is near the end of its 
career. A House appropriations subcommittee has 
voted to refuse funds for operating VEHP after June 
30. Deep cuts in the appropriations for NHA and 
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FPHA would follow if the action of this subcom- 
mittee became law. 


RESULTS of ending the VEHP program would be 


lifting the weekly limit on commercial and _ in- 
dustrial construction authorization; the space limits 
on new houses and apartments; the allocation of 
raw materials to housing; the guaranteed markets 
for prefabricated homes and premium payments 
for production of scarce materials. 


RELAXATION OF CONTROLS are probable, even 


if the veterans’ program is not legally terminated. 
These include upping the small-job allowance to 
$1,000, increasing the commercial structures small- 
job allowance to $2,500 and raising the industrial 
allowance to maybe $25,000. These figures, at this 
writing, are merely rumors. 


STABILIZING PRICES must be considered of top 


importance, more important to construction volume 
than a panicky cut in construction price levels. 
Such an explained sag could persuade customers 
to wait for a further sag. It's important to main- 
tain the April rate of housing starts to reach the 
modified gocl of 700,000 units set of 1947. 


CHEER SIGNS: First quarter earnings of busi- 


ness generally were good; and production of serv- 
ices and industrial output continued to increase. 
This production reached a figure equal to top vol- 
ume during the war. 


NOT SO CHEERFUL SIGNS: The recent unex- 


plained decline in the stock market; a spotty decline 
in employment; a large increase in consumer credit; 
a decline in sales, termed a buyers’ strike by some 
disturbed retailers. 


LIFTING EXPORT CONTROLS is opposed by 


NRLDA. This is partly a matter of pure logic. If 
the government keeps controls over the domestic 
building and building materials industry, it should 
see that materials are not drained off to foreign 
markets. Some foreign countries with reserves of 
dollar exchange might outbid buyers for building 
materials to meet foreign housing demands. 


WATCH THE TRUMAN DOCTRINE in Congress. 


It can have a bigger effect for good or ill upon U. S. 
economy than any other project now in sight. Re- 
gardless what may happen to pending legislation, 
the worst of labor troubles seem over. 
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The Other Fellow's Eyes 
UMBER DEALERS, in many 
cases, are now in grave dan- 

ger of becoming so price-minded 
that they are fearful of quoting 
prices even to people who can well 
afford to pay them. 

Farmers are a case in point. 

“Although $3,600 is a lot of 
money, everything is high these 
days,” said the lumber dealer apol- 
ogetically to a farmer who wanted 
enough tile to drain off a wet spot 
on his farm. o 

“Tl say it is,” volunteered an- 
other farmer who was standing 
near-by. “Better wait awhile. 
Things will be getting cheaper.” 

“Listen, you fellows,” replied the 
prospective customer. “I. can pay 
for those drain tile with two cream 
checks. Furthermore, they will 
bring another 40 acres into produc- 
tion. They may be cheaper later on, 
but the added production will have 
them paid for by that time.” 

And so the farmer bought the 


tile . . . despite the negative lum- 
ber dealer and a timid neighbor. 
* * * 


Lumber, to farmers, is much cheap- 
er than in 1940. 


* * *% 

Whatever Became of "Farm Relief''? 
EVEN YEARS ago a Minne- 
sota lumber dealer sold a 
farmer a 34x116 foot (40 stall) 
dairy barn which long since has 
paid for itself. A few days ago the 
dealer dropped in to see the farmer 
who has a fine herd of 36 milk cows. 
His cream check has averaged ap- 
proximately $1,300 per month since 
last November and that, of course, 


is only a part of his farm income. 
* * * 


National income has reached the 
record rate of $181 billion. That’s 
a lot of buying power! 

* * * 


Supply and Demand vs. Hysteria 

HE PRESENT effort to whip 

up resentment against pre- 
vailing prices might readily devel- 
op into a hysteria which would 
sweep us into a situation where the 
depression of the ’30s would look 
like prosperity. Trouble with a sud- 
den precipitant drop is that prices 
fall too fast and too far. The safer 
and saner procedure is to permit 
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the law of supply and demand to 
take its course and to remember 
that price drops mean correspond- 
ing declines in income. No one has 
yet discovered a way to keep wages 
up and prices down. It is unrea- 
sonable to assume that lumber can 
remain at unprecedented high 
prices. It is to be hoped that the 
decline will be orderly rather than 
a devastating collapse. Above all, 
we must not overlook the fact that 
even at today’s prices, lumber is 
much cheaper to vast segments of 
the public than in 1940. 
% * % 


Already it is becoming evident 
that “too much” is a far bigger 
problem than “too little.” 

* * * 


Far and Wide 

N THIS PAGE we have made 

frequent reference to the fact 
that Gimbel’s department store 
(New York) has advertised 10x12 
foot cottages for “camps, cabanas, 
or a retreat on a precious spot of 
good green earth.” It didn’t seem 
possible that a New York store 
would be able to sell them success- 


‘fully, especially since lumber deal- 


ers could so readily duplicate the 
price at a substantial saving in 
time and transportation charges. 
Yet only this week we learn that 
the cottages were shipped to 38 
out of the 48 states! “Now they 
are being advertised for $194 less 
than last year.” 


"Supers" Eye Small Towns 
alien MARKETS are taper- 
ing off in the big cities and 
increasing in smaller towns. 

Farmers buy more packaged gro- 
ceries than city families, according 
to Rural Marketing, which should 
know whereof it speaks. 

In sales volume, self-service 
stores in towns under 1,000 are 
outstripping stores in larger places 
says another authority. 

City people, it seems, will only 
go so far for their groceries while 
miles mean little to the folks in 
the country a comforting 
thought for lumber dealers who 
may sometimes wonder whether 
their lumber yards are close enough 
to the thick of things. 
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Speaking of Farmers 


ORMAN P. MASON, presi- 

dent, NRLDA, in his address 
before the 35th annual meeting, 
Chamber of Commerce of the 
United States, put it this way in 
discussing the current price of 
houses: 

“If the farmer should decide to 
move into town he would find him- 
self better able to purchase the 
1947 house at $14,550 than the 
same house in 1940 for $7,685. In 
1940 the net income of a farm op- 
erator averaged only $768; it would 
have used up all the farmer’s net 
for 10 such years to buy the 1940 
house. In 1946, however, the farm 
operator netted $2,578; he could 
buy the 1947 house in less than 
six years at this rate of income.” 

* * * 
The opening shots of the world’s 


greatest industrial battle are al- 
ready being heard. 


* * * 


Art Benson says: “The heaviest 
load any lumberman ever carries 
is a constant chip on the shoulder.” 


* * * 
Tomorrow's Competition . . . Today 


N SEATTLE we came across a 

full-page Sears-Roebuck ad fea- 
turing a shiny, noncorrosive alumi- 
num milking parlor—No upkeep— 
no painting—which would enable 
the farmer to sell Grade A milk in- 
stead of Grade C. (An increase of 
$355 per month with 30 cows.) 
“Set up on your farm in six days,” 
read the copy. Included: All con- 
crete floor. Electrically wired. In- 
sulated milk room. Milking ma- 
chine. Electric water heater. Stalls 
and stanchions. Milk cooler. Double 
wash tank. Stainless steel milk 
strainer to fit cooler. Sterilizing 
rack. “Complete, ready - for - use 
price, $2,150. Pay only $25 down 
on Sears’ Easy Payment Plan.” 

This ad appeared in the heart 
of the country’s principal lumber 
producing area. Only wood in the 
structure was the lining of the 
stanchions! 

% %* % 


Look for changes in outlets, prod- 
ucts, and services in the days to 
come. 
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BIRD ASPHALT SHINGLES J 
best in the tone cum: MONE CAR or 100 CARLOADS 
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ting. Birp asphalt shingles last and last in the — 
toughest climate — over a quarter-century’s wear 
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y in on roofs in Wisconsin is typical. Today’s Bird 9 
e of roofs are even more durable thanks to such im- a 

provements as treated granules, thick butt con- sh 
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the surface. Let Bird Quality build business for you — 

the feature Bird Shingles for greater consumer sat- 
. In isfaction, high profits to you. 
1 Op- 
‘ould 
; net CONTROLLED Every step in the manufacture of Bird 
1940 PRODUCTION Roofings is carefully controlled. From 
“hth GUARDS raw materials through finished product, 
farm SeALITY more than 100 separate tests are re- 
‘ould quired to meet Bird's rigid standards. oa f D k Wh 
than ge | Picture of a Dealer Who 
Bird & Son, imc., east WALPOLE, MASS : 

7 e7 , * 

ee ee wile, waco |  Entrusts His Orders 











‘(— = Z| to KENTWOOD 
- ALMCL- PLUME — : 
” || SURFACING 


OF IMPERFECTIONS 


Let Kentwood take your lumber supply worries 
off your shoulders. 










Kentwood will see to it that you get exactly the 
lumber you want to meet your requirements—and 








oday with DURATITE MA ; that you get it right when you need it. 

ss a Sf J And the price will be the fair market price, too. 
fea- A The fact is Kentwood isn’t just another wholesaler. 
uml- Kentwood’s is a well-organized, personal wholesale 
ep— service that prides itself on really doing a job for 
able the customer—and for its mill connections. For 
a" example, Kentwood has in its employ a former 
. i- Southern Pine Inspection Bureau Official who is con- 
e of stantly going about its mill connections—to help 


them see that shipments go out on time and that the 


























ws.) 
we ® lumber they ship on our orders is right in every way 
vs er and suitable for the purpose intended. 

con- For fine finishing on wood, metal, 
—In- _,| plastic or any commonly used ma- Let us demonstrate how well Kentwood service will 
ma- * terial, Duratite Wood Dough (for please you. 

talls wi large cavities), Duratite Surfacing 
uble Putty (for smaller cavities). In 
milk seven wood colors everyone wants, 

sing in tubes and cans in a variety of 

a sizes. Ask your jobber or write 
own = WEBB PRODUCTS COMPANY LU M Pe a Q C R Pp 4 ATI \ 
' 4 242 S. G St., San Bernardino, Cal. 

eart ARROWNEAD + T. B, RICHARDSON, Pres 
nber cCEMEN? . we 

tes ised by oa Offices: First Nat'l Bank Bldg. Phone 4-8691 

Sble. -<waterproo 
a Peatproot BIRMINGHAM, ALABAMA 
e for catalo 
Wri tine of ad- 
Dd woo Southern Pine - Southern Hardwoods 
OOD DOUGH and SURFACING PUTTY 


Wholesale 
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Divwo0l 


DEALERS !!! 


Have you Tried 14" & 3," 
YELLOW PINE PLYWOOD? 


New Top Quality Stock 
Available Now 


%4” 3-Ply YELLOW PINE SolS, 1312 
(Clear 1 side—Sanded 1 side) 


1000 pes. 30 x 60 
2000 pcs. 36 x 60 


Y%” 3-Ply YELLOW PINE SHEATHING 
(Reject 2 sides Unsanded) 


3000 pes. 45 x 65 
2000 pes. 65 x 45 


%4” 7-Ply YELLOW PINE S$02S, 1122 
(Clear 2 sides—Sanded 2 sides) 


408 pes. 60 x 36 
800 pcs. 36 x 60 


%4” 7-Ply YELLOW PINE SolS, 1312 
(Clear 1 side—Sanded 1 side) 
600 pes. 36 x 60 


A familiar wood for all general cabinet uses 
and under linoleum. 


Many dealers have already proven 
YELLOW PINE SELLS WELL 


They bought small lots first but quickly re- 
ordered larger shipments. For your initial 
order call, write or wire today. 


Write for latest Teleply Ticker price list. 


AETNA 
Plywood & Veneer 


Company 


1732 Elston Avenue 
Chicago 22, Illinois 


Teletype 


Phone 
ARMitage 7100 CG 305 












Recessed Wall Heater 


The Fan-Glo Heetaire is a built- 
in recessed wall heater that pro- 
duces both infra-red rays plus fan- 
forced heated air. The Neo-Glo 


U 


ot 


e 





elements are glowing bars that 
produce their heat with equal in- 
tensity at all times, from one end 
to the other. The tube of refrac- 
tory materials attains the same 
heat intensity as the wire itself, so 
that the entire element becomes a 
bar of solid, uniform heat. There 
are several models, each with two 
switches, so that one element and 
fan can be shut off at the users’ 
convenience. The unit is finished 
in highly polished nuchrome. For 
catalogs, specification sheets and 
other dealer and consumer litera- 
ture write LaSalle Lighting Prod- 
ucts Inc., Dept. AL&BPM, 145 Sen- 
eca street, Buffalo 3, N. Y. 


Making the Most of A Cellar 


A booklet, How to Make the Most 
of Your Cellar, analyzing reasons 
for having a cellar and outlining in 
words and pictures how a basement 
can be used to better advantage, has 
been published by the Bilco company, 
New Haven, Conn. A _ basement, 
the book declares, provides relatively 
inexpensive space for storage, a 
workshop, darkroom, game room and 
laundry. It is less trouble to heat 
in winter and to keep cool in sum- 
mer than any other part of the house. 


GALES AMOS » LINEA ORE 
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And, thanks to modern construction 
and heating methods, its rooms cay 
be made just as comfortable, health. 
ful and charming as rooms above 
ground. The Bileco company manv- 
factures steel cellar stair units. For 
each copy of the book send 10 cents 


to the Bileo company, Dept. 
AL&BPM, 164 Hallock avenue. 
New Haven 6, Conn. 

Plastic Clothespin 

The Klo Z Klip unbreakable 


clothespin is made of durable tenite 
plastic. It has satin smooth edges 
which will not harm the most deli- 





cate materials, and is said to hold 
the heaviest items with a strong 
grip on any line. The pins are 
available in red, green and ivory, 
and come packaged in cellophane 
bags with three-color labels. For 
more complete details and descrip- 
tive literature, write B. C. Laden- 
dorf, Lattner Industries Inc., Dept. 
AL&BPM, 1427 E. Jefferson ave- 
nue, Detroit 7, Mich. 


Kitchen Slide Film 


Mullins Manufacturing corpora- 
tion announces a new Youngstown 
kitchen slide film that retail deal- 
ers can show to prospects or cal 
present before women’s clubs and 
other organizations. The film 3 
entitled Dream Come True. It shows 
how easy and inexpensive it is to 
change an old fashioned kitchen into 
a modern, work-saving kitchen with 
Youngstown units. Another new 
sound slide film, The Youngstown 
Kitchen Story, is primarily for sales 
training work. This film shows the 
company’s entire kitchen line and 
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Here’s a real profit opportunity for lumber and building 
materials dealers. Stewart Products are used extensively for 
the beautification and protection of all types of property. 
They comprise: Chain Link Wire and Iron Picket Fence; 
Plain and Ornamental Iron Railings; Iron and Wire Window 
Guards; Steel Folding and Sliding Gates; Ornamental Iron 
Lanterns; Steel Settees; Flag Poles, and many others in iron 
and wire. Cash in on this profitable business. Write for 
details. No investment necessary, and you are not required 
to carry any stock. 


THE STEWART IRON WORKS CO., INC. 
1451 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 











STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 





Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 
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or Prompt Delivery! 











































... today’s answer 
to high building costs! 


Reflective Sisalation provides more than adequate insulation 
= the perfect moisture-vapor barrier at a low material and 
labor cost that drastically reduces the present cost of insulating. 

EASY TO SELL: Sisalation’s two-way protection and 
low cost offers you a new field for sales. In old homes and 


new, keeps attics 10-15° cooler in summer . . . in new homes 
Sisalation saves more than 30% of the heat loss at a very 
low cost, At the same time, your customers get an effective 
moisture-vapor barrier without extra expenditure. 


MORE PROFITS FOR YOU: Your Sisalation sales to 
contractors and builders will pay off in profits! Let us send 
you free a complete set of selling aids. 


36” Sisalation is easily ap- 
plied in sidewalls, ceilings 
and under floors in resi- 
dences. Its sisal reenforc- 
ing prevents tearing or 
puncturing in handling 
and applying. Note “bow- 
ing-in” between studs to 
create reflective air spaces. 





OLD HOMES: 
48” Sisalation applied 
smoothly under attic raft- 
ers from top to bottom 
will cut summer tempera- 
tures from 10 to 15° — 
reduce temperatures in 
rooms below. Covering 
unfinished attics with Sisal- 
ation improves appearance. 


The SISALKRAFT Co. 


DEPT. AL @ 205 W. WACKER DRIVE 
CHICAGO 6, ILLINOIS 
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Western Woods 
Picture Better 


While some items are still scarce, 
the Western Woods supply situa- 
tion has improved considerably in 
recent weeks. Some mills are still 
booked well ahead, but others are 
offering an improving selection of 
regular items. Accordingly, your 
Western Wholesalers, while not 
always able to furnish everything 
desired, are more favorably situ- 
ated to supply customers’ needs 
than for some time. 





Duncan Lumber Co., Inc. 
White Bldg., Seattle | 


Specializing in dimension. and boards. 


Edward J. Sherman Lumber Sales 
Board of Trade Building 
Portland 4, Oregon 


Morrill & Sturgeon 
Lumber Co. 


Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 
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564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
CARL SODERBERG po 


Pine Products 











LUMBER COMPANY ‘ilic,” Gre) 


Washington 


Manufacturers and Wholesalers 
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points out the modernization and 
new construction market. For fur- 
ther information about these films 
write Mullins Manufacturing cor- 
poration, Dept. AL& BPM, Warren, 
Ohio. 


New Medicine Cabinets 


A complete new line of postwar 
medicine cabinets is being an- 
nounced. Among the many new fea- 
tures of the cabinets are all alumi- 








(rust- 
proof), fluorescent lighting, interior 
light, electric razor outlet, integral 
chrome-plated brass light reflector, 
heavy-duty door, polished stainless 
steel mirror frame and polished plate 


num cabinet construction 


glass mirror. The switch for the 
fluorescent lighting is located on the 
lower side of the reflector. The in- 
terior light is controlled by the same 
switch. All wiring is completely 
concealed. The cabinets are available 
with either aluminum or steel cab- 
inet. Complete information on all 
lines is available by writing the 
Bennett Manufacturing company, 


Dept. AL&BPM, Alden, N. Y. 
Fold-A-Matic lroner 


The Apex Fold-a-matic ironer, a 
domestic ironer of new design, has 
been introduced. The ironer intro- 
duces a new design principle which 
enables the roll, shoe and other op- 
erating parts to be folded away in 
a verticle position in the ironer cab- 
inet, which is 36 inches high, 18 
inches wide and 25 inches deep. It 
is an ideal unit for the modern com- 
bined kitchen-laundry room or util- 
ity room. Once placed in position 
it need never be moved. The cabinet 
top offers convenient work space 
when it is closed and also during 





ironing operations. It is finished jy 
porcelain-enamel. The ironer hag g 
standard 26-inch roll, 614 inches 
in diameter. The roll has two irop- 
ing speeds and a stationary position 





for pressing, and temperature con- 
trol for materials from rayon to 
linen. For more complete details 
write Apex Electrical Manufactur- 
ing company, Dept. AL&BPM, 1070 
HK. 152nd, Cleveland 10, Ohio. 


New Calculator Line 


As its first major product change 
since the war, Burroughs Adding 
Machine company has completely 
re-styled its entire line of calcula- 
tors. They are finished in a soft 


brown color and non-reflecting fin- 
ish to eliminate all glare. The elec- 
tric Duplex Calculator (illustrated) 
registers the result of individual 
calculations in its front dials and 
automatically accumulates a grand 
total in the rear dials. Models range 
from six to 14 column accumulat- 
ing capacity. Both hand and elec- 
tric styles are available. For fur- 
ther information write Burroughs 
Adding Machine company, Dept. 
AL&BPM, Detroit, Mich. 
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Logged in 1936-1937 


HARDWOODS @ WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER 


Kiln-dried 














HOLT HARDWOOD (CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH © OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES | 
GRADED SAWDUST | 


a) 
High Grade Northern Hardwoods 
© ® 
Custom Kiln Drying 


e 
MPM A NOH AL ON 8 HMA, 


OCOnTO, WISCONSIN 











| a RANE eA 
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VERSATILE AND DEPENDABLE 


MONTANA 


NEVADA 





vista PINE ae : 
! COLORADO Q 
i 
- DOUGLAS Fin . wuiTe FIR» SPRUCE - 


Western Pines and associated woods are well manufac- 
tured, rigidly graded, and thoroughly seasoned in 
accordance with the high standards — established and 
sustained by member mills. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland 4, Oregon 








for 
LUMBER 
VENEERS 
DOWELS 
BOBBINS 


.. and all wood prod- 








ucts, rough or smooth. 


INSURE AGAINST GREEN LUMBER 


. . « test moisture as low as 0% 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
irregular materials—in three seconds or less—without marring surfaces. 


Moisture Register gives you accurate tests from high percentages 
to lowest ranges at the press of a button. Based on the principle of 
high frequency, power absorption, there's a model to meet your re- 
quirements. Completely portable—easy to use. No points to break 
off or mar surfaces. 


Write today for complete information, specifying type of material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 
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Single Cabinet Planer 

Latest addition to the Whitney 
line of single and double planers, 
the No. 105 single cabinet planer 
offers a planer of medium capacity 


in the low price field with wedge 
raising bed, four-knife round cut- 
terhead and cutterhead motor 
mounted directly on the head. It is 


a surfacer designed for the smaller 
woodworking shop, carpenter shop 
or maintenance department and as 
an auxiliary planer in the larger 
woodworking plant. It planes stock 
1/16 inch to eight inches thick; 
feeds 20 to 60 feet per minute; dial 
feed indicator; finger-tip controls 
located at left side of machine; 
built in cutter-head and feed mo- 
tors. For more complete details 
write Baxter D. Whitney & Son 
Inc., Dept. AL&BPM, Winchendon, 
Mass. 


Centrifugal Pump 


Increased production of the 
Model 12 Marlow self-priming cen- 
trifugal pump, used by builders, 
has just been announced. With 
1%-inch suction and discharge it is 
said to contain all the operating 
advantages of the larger centifu- 
gals. It is said priming is fast, cer- 
tain and automatic, even when the 
pump is placed as high as 25 feet 
above the liquid. It has no ports, 
by-passes or other auxiliary prim- 
ing devices to clog, jam or reduce 
pumping efficiency. It is available 
in either iron (88 pounds) or alu- 
minum (70 pounds). Rated at 3,000 
gallons per hour and powered by 
four-cycle gasoline engine, it is 
readily moved where work is re- 


quired and is used extensively foy 
water supply to construction, for 
foundation and other excavation 
drainage, for equipment wash 


downs and for general pumping. 
For more complete details write 


Marlow Pumps, Dept. AL&BPM, 
Ridgewood, N. J. 


New Timber Connector 

A new type of timber connector, 
known as framing anchors, for 
making strong secondary connec- 
tions in wood house framing, is 





YOUR 


NEXT JOB 


. . . USE INFRA ACCORDION 


Discover, if you haven’t already done so, the many 
advantages of this remarkably efficient insulation. 
Infra is easy, inexpensive and clean to handle, store, 
transport and install. You get quicker installation, 





Boards 


Long Leaf and Short Leaf 


Yellow Pine Lumber 


@ Dimension 
Flooring @ Ceiling @ Siding 


Properly Manufactured 
Correctly Seasoned 


Band Sawn 


@ Timbers 


and 





better insulation and higher net profit on every job 
with Infra ... and Infra gives the protection of 6%” 
rockwool (downward heat); 314” rockwool (upward 
heat). 


Carefully Loaded 


KILN DRIED or AIR DRIED 
Write — Wire — Phone 


Send us your inquiries 


THERMAL FACTORS STAMPED ON EVERY CARTON 


Available now in carton’ 3'/.' x 
11/7." x 2" (1,000 sq. ft. — 60 Ibs.). 


Samples and prices on request. 


Shipping Point: Fitzgerald, Ga. on S$.A.L.RR. 


Campbell Coal Co. 


238 Marietta Street, N.W. 
P.O. Box 1498 


ATLANTA 1, GEORGIA 


TERRITORIES 
OPEN FOR 
QUALIFIED 

DISTRIBUTORS 


INCORPORATED 
10 MURRAY STREET- NEW YORK,N.Y 
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OVER 54 YEARS OF SERVICE 
THE LUMBER BUYING TRAD 


NOW IN OUR 55TH YEAR, WE ARE 
GIVING BETTER THAN EVER SERVICE 
TO ALL CUSTOMERS. 

















FOR SALE Ve rere 
HARDWOOD LUMBER , 


Primavera - Habillo as 
for You'll Get Plenty of Speedy and accurate dou- 
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accurate lumber. 
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write 
‘BPM, 






























i ick-aligni 1 head- 
— NO. 2 SAWMILL Clock base with adjustele 
All Thicknesses & Grades || <--and Fine Lumber Too! | ous torsicts and err 

B sible wearing plates for 

By actual tests, the Corinth No. 2 double-length service. - 

Sawmill has proved its superiority Fast, improved heavy-duty 

' _ the -_ —— of _ —_ — Jit ca eee 
: 2 er—softwoo ardwood an ; | - 

Prompt Shipment — Market Prices mixed. This accurate mill, which | pressure gua sreasiag. 

may be used as a — —_ or Steel machine eat racks 

" set up on a permanent foundation and pinions securely fas- 

N.H.L.A. Grading Rules To Govern is so sturdily constructed, it will tened to soli knee assure 

stand up in even the severest aorta Se Sakic with 

c curacy. Replaceable with- 

services year after year. out removing entire knee. 

Send for complete specifications | Adiustable rope feed gears 





PENBERTHY LUMBER COMPANY || 223,cclivery dates. For ourof-the- | Sitch 'ctased by wear be 


for the services of a Corinth Cast steel carriage wheels. 


5800 South Boyle Avenue Los Angeles 11 engineer. You can depend upon Guide wheel machined, to 
him to find a practical solution. rail track. 
Kimball 5111 - , 
CORINTH MACHINERY CO. 18” Steel Splitter Wheel. 








"=e CORINTH, MISSISSIPPI 

















Thurston-Flavelle Limited 


Manufacturers of Red Cedar Lumber and Shingles 
ort Moody, B. C. Canada 





) 
The Brand to Rely on for 


Quality Products 


Distributed through the Whole- 
sale Trade exclusively. 
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“THE MACHINE TO COUNT ON” 





A HANDY CALCULATOR 


New Back Transfer Device 
Speeds up Calculations 


HERE’S THE ANSWER to the 
lumberman’s need for a low priced, 
fast calculator. Eutirely portable. 
Unexcelled for sturdy construction. 
Hundreds of auxiliary uses in large 
organizations. Keep one on every 
desk, where quick calculations are 
necessary. 


USE MORE MACHINES TO SERVE 
MORE PEOPLE AT LESS COST 


IVAN SORVALL 


210 Fifth Ave., New York 10, N.Y. 
Ask for Bulletin PP-63 















Nationally 
Advertised 











Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED The Spectacular Pent+up 

90% Red Heart Demand for SUPERCEDAR 

or Better is — gratifying. = 

ealer, reserve space for 

100% Oil Content it in your shed—we are 

» going to make it availa- 

ble to you as rapidly as 
conditions will permit. 





Product of 


GEO. +“ BROWN & CO. 


GREENSBORO, N. C. 








LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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being introduced. 
are most widely used in strengthen- 
ing door and window framings, the 
spots where plaster cracks frequently 


Framing anchors 


start. They can also be used in at- 
taching joist on trusses; and roofs 
to trusses can be securely tied down. 
They are said to eliminate bridging, 
notching, and will give wind anchor- 
age. Made of 18 gauge zine coating, 
corrosion resistant sheet steel, the 
anchors are joined to the wood with 
non-splitting, full bodied nails that 
develop maximum shear without 
splitting the lumber. The anchors 
are also used with the Teco trussed 
rafter. Free literature is available 
from the Timber Engineering 
company, Dept. AL&BPM, 1319 
Eighteenth street N. W., Washing- 
ton 6, D. C. 


Lift Truck Literature 


New literature has been issued by 
Truck-Man Inc., providing six pages 


of information on the Model D 
gasoline powered hy- 


Truck-Man, 





draulic lift truck. The folder con- 
tains complete specifications, dimen- 
sioned engineering drawings, con- 
struction detail close-up photos and 
description of the various features. 
It is illustrated by a series of pic- 
tures taken in operation in widely 
diversified industries. Copies are 
available by writing Truck-Man 
Ine., Dept. P, 1436 Ganson street, 
Jackson, Mich. 


Space Saver Kelvinator 


Introduction soon of a new Kel- 
vinator electric refrigerator, espe- 
cially designed for apartments and 
builder projects, has been an- 
nounced. It has a storage capacity 
of six cubic feet, but uses no more 
floor space than previously required 
for four cubic foot models. The ex- 
terior is of welded steel, sealed 
against outside air and moisture. 
Sides and top of cabinet are formed 
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from a single sheet of steel, and 
the entire shell rust-proofed inside 
and out. The finish is of permalux, 
a baked exterior finish that is said 





not to crack, chip or change color. 
Trim includes a chrome and white 
emblem at top center of door and 
bright fluted band on unit com- 
partment door. The base is re- 
cessed for toe room. The floor com- 
partment is insulated. Interior has 
rounded corners for easy cleaning. 
For more complete details write 
Kelvinator division, Nash - Kelvi- 
nator corporation, Dept. AL&BPM, 
Detroit 32, Mich. 


New Work Glove 

An entirely new type work glove, 
now being produced, carries a long- 
life guarantee. It is soft and flex- 
ible and has a non-slip surface that 





facilitates gripping and increases 


protection. Field tests and com- 
pany tests have been made on its 
lasting qualities. For further in- 
formation about the Super Canton 
work glove, write Riegel Textile 
corporation, Dept. AL&BPM, 342 
Madison avenue, New York 17, 
N. Y. 
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Stif Prices, Low Inventories 
Reflected in Buyer's Strike 


Widespread reports indicated that a buyer’s strike 
is hitting the industry hard. 

An East Coast correspondent made the following 
observation : 

“Lumber dealers, like the builders, are feeling the 
effects of a buyer’s strike in the small homes construc- 
tion field. As a result commercial construction project 
builders are getting more materials than they would 
if the housing construction plans had got underway 
as intended.” 

Wrote a West Coast correspondent: 

“The big difficulty to normal trading is what ap- 
pears to be a nation-wide buyer’s strike.” 

Generally speaking, a confused market still prevails. 
With the building and buying public demanding 
seasoned lumber, green lumber prices continue to 
soften. There is no great overall change in the price 
market, although many individual dealers announced 
decreases in an effort to move supplies into builder’s 
hands. 

Still more evidence of a return to competition came 
from the West Coast. Factory mill salesmen were re- 
ported calling on the trade and wholesalers were again 
being offered five percent commission. 

Labor conditions in the industry were more settled 
than in recent weeks. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 414 mills reporting to the 
National Lumber Trade Barometer were 3.7 percent 
below production for the week ending May 17, 1947. 
In the same week new orders of these mills were 10.5 
percent below production. Unfilled order files of the 
reporting mills amounted to 72 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 26 days’ production at the current rate and 
gross stocks are equivalent to 34 days’ production. 
For the year-to-date, shipments of reporting identical 
mills were 8.6 percent above production; orders were 
10.8 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 20.6 
percent above; shipments were 16.1 percent above; 
orders were 11.8 percent above. Compared to the 
corresponding week in 1946, production of reporting 
mills was 6.1 percent above; shipments were 1.8 per- 
cent above and new orders were 17.2 percent below. 


Western Pine 


Che 103 mills reporting to the Western Pine Asso- 
ciation for the week ending May 17, 1947 cut 
66,625,000 feet. The same week a year ago the cut 
was 65,698,000 feet. 
compared with 66,384,000 a year ago. Unfilled orders 
on file at the end of the week stood at 173,463,000 
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Manufacturers 


and Wholesalers 
OF 


Yj SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 


WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension 

Glued-Up Stock 

Carpenters’ and Special 
Mouldings 

Venetian Blind Slats, 
Rails and Fascia 

Ready-to-Assemble 
Furniture Parts 

Industrial Shook 

























Remember, too, 
WE WHOLESALE 


Hemlock 

Douglas Fir 

Sitka Spruce 
Ponderosa Pine 

and other West Coast 
Woods 







Sale CARLOAD QUANTITIES 
Rape rie ONLY 

‘. ‘wet except venetian blind ma- 
terial, on which we can 
make less than carload 
shipments from our Kan- 
if? sas City warehouse. 


Address all correspondence 
to our Kansas City Offices 


Menctecturers ond Wholesalers 1635 Dierks Bldg., Kansas City 6,Me., Victor 4143 
Member of Western Pine Ass‘n., National Woeden Bou Ass’n., Ponderosa Pine Woodwork, 
Notiong/-Americen Whelesale Lumber Ass‘n. 


West Coast Office: 910 Porter Building 


Portland 4, Oregon 





DISTRIBUTORS 
WANTED 


No. 28-A 


FOR ALUMINUM MOULDINGS 
immediate Delivery 
WRITE FOR COMPLETE INFORMATION 





Shipments were 62,569,000 feet . 





NATIONAL ALUMINUM CO. 
95 N. 17th St. 


OHIO 


COLUMBUS, 
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Moore Cross-Circulation System 
Leads the Way in Veneer Drying 


RCA Victor Division, Pulaski, Va., has re- 
duced drying time and needs fewer men to 
stack since installing the Moore Cross-Circula- 
tion Veneer Dryer. 


Loads are built up 45” high, using release 
stickers (see picture above). Both sliced and 
rotary cut veneer is seasoned successfully. 


Let the Moore-Kiln Engineer quote on your 
drying needs. Write today. 


Moore DrRYKILNCOMPANY 


World’s Largest Manufacturers of Lumber and Veneer Dryers 


JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE 
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UMBER CO. Ltd 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products of J) A. MATHIEU, Ltd., Rainy Lake, Ont 
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LUMBER MARKET 


feet compared with 267,913,000 feet a year «go, 
Gross stocks stood at 539,871,000 feet compared with 
548,511,000 feet a year ago. 


West Coast 


April lumber shipments from the Douglas fir region 
exceeded those of any month during 1946 and almost 
equalled the peak reached in February, 1947, H. V. 
Simpson, executive vice president of the West Coast 
Lumbermen’s Association announced. Average weekly 
shipments from Oregon and Washington during April 
were 135,156,000 board feet, a decline from the weekly 
average of 137,976,000 feet during March. Weekly 
orders filed during the month of April also declined 
as compared with March. Comparative figures were 
130,591,000 feet and 170,535,000 feet. During the 
first 17 weeks of 1947, cumulative production was 
2,203,978,000 board feet, an increase over the 1,9838,- 
778,000 board feet produced during the first 17 weeks 
of 1946. 


In the Market Centers 


SEATTLE—Wholesalers are getting offers from 
mills unheard from for two years. Many state that 
the market is dull, that it won’t improve until buyers 
are convinced prices have settled to fair figures at 
which point a tremendous nation-wide demand will 
face the industry. Inventories are low, although there 
is more lumber to be seen in Seattle yards. Substan- 
tially larger log inventories than a year ago. 

TACOMA—General feeling that prices will break 
and this is serving to a break on future trading. 
However, production is maintaining a good pace, 
manufacturers taking advantage of good weather to 
build up their stocks. Local building, particularly 
residential construction, is showing the effect of high 
labor and material costs. Buying for the domestic 
market is strictly for immediate use. 


KANSAS CITY—Yellow Pine market has dropped 
about $5 per thousand in the last two weeks. Com- 
mon grade are depressed most. Wholesale can- 
celling of construction projects causing retailers and 
wholesalers to go easy on future commitments. Price 
lists reveal sharp concessions on items that are over- 
stocked at mills. Demand for hardwood flooring is 
still in excess of supply, although output has been 
stepped up about 75 percent over a year ago. 

MINNEAPOLIS—-Sash and door supplies are not 
equal to demand and individuals are unable to buy 
doors, windows and screens. These are being chan- 
neled to contractors who are building veterans’ homes. 
Home building is picking up here due to apparent 
stabilization of building labor costs, leveling off of 
materials prices at somewhat under those prevailing 
two months ago and a militant campaign by veterans 
to obtain election of municipal officials favorable to a 
housing program. 

BOSTON—Little or no change in prices. Lumber 
inventories continue to pile up in New England area. 
Some of today’s prices: spruce boards and dimension 
stocks, good inventory, $80 to $85; northeastern pine, 
plenty on hand, $65 to $75; hemlock, plenty, $60 to 
$70; West Coast, fir, increasing stocks, $80; sheath- 
ing and siding $150 to $160; hardwood flooring $200 
to $250; wood shingles, about $12. Doors, windows 
and finished mill work, supply far behind demand. 
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FIDDES-MOORE & COMPANY 


228 N. LaSalle St., Chicago 1, Ill. Phone CENtral 5875. Teletype: CG 797 


For Immediate Delivery 


DOUGLAS FIR THE COMMANDER 
HOUSE DOORS GARAGE DOOR 
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ace, Meet this profitable demand. 
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arly in your town. A sample installa- 

Ligh tion—and a little publicity does it. 

istic SEND for the KENNATRACK 
folder—and learn about this ne 

yped making specialty. 
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FACTORY: ELKHART, INDIANA 





THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 
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“1 LUMBER TRUCK BEDS see 151 
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sion EASILY MOUNTED “The Active Truck is the Money-Maker”’ 
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fail Write for Catalog & Prices 7 
$2.00 : 


*= | The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
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Forestry Association Tells 
Five-Point Action Program 


Following the adoption of its 
program for American forestry, 
the American Forestry association 
has announced a five-point plan for 
immediate action toward its reali- 
zation. 

The action plan is designed to: 
1. develop by a broad educational 
approach an ever increasing appre- 
ciation of the importance of good 
forestry; 2. obtain increased serv- 
ices to inform the owners of forest 
lands as to their opportunities to 
use their properties for continuous 
and profitable growing of trees; 
3. encourage state and local govern- 
ments, public and private agencies 
to take greater responsibility and 
leadership in dealing constructively 
with their own forest conditions 
and needs; 4. serve as a clearing 
house of information relating to ac- 
tivities of the various groups, in 


HM WhdlF NMEUTS 


the interest of better integration 
and coordination; 5. enlist inter- 
est, participation and cooperation 
among all conservation, educational, 
civic, youth, farm, labor, financial, 
industrial and other groups in ad- 
vancing the program. 

An American Forestry council 
will be organized to serve in an 
advisory capacity. Members of the 
council will be selected from lead- 
ers in the different fields of forest 
interest and public affairs. 


Harvey W. Watson Resigns 
From Tulsa Association 


Harvey W. Watson, for the past 
14 years secretary-manager of the 
Tulsa District Lumber Dealers as- 
sociation, is leaving June 1. He re- 
signed last December, but stayed 
on another six months in order to 
help work out details of the associa- 
tion’s postwar trade promotion pro- 
gram. 


Previous to this work, Mr. Wat- 


son was with the Long-Bell Lum- 
ber company for 14 years, the last 
seven as general manager of its 


Tulsa operations. 

Mr. Watson expects to go into 
business for himself, an announce- 
ment of which may be made later, 
The new seretary-manager of the 
association has not yet been an- 
nounced. 


Jay Axelrod, President of 
St. Paul Company, Dies 


Jay Axelrod, 54, president of the 
National Lumber company, St. 
Paul, Minn., died May 4. 

The company was organized in 
1933. The entire plant was de- 
stroyed by fire in 1945, and he di- 
rected the construction of the mod- 
ern store and yard. Prior to his 
organizing the company in 1933, 
he was well known as a contractor 
and architect. 


A. J. Sine, New Mexico 
Lumber Wholesaler, Dies 


Arthur J. Sine, 70, partner in 
the Sine Lumber company, Albu- 
querque, N. Mex., died May 15. 

Mr. Sine went to New Mexico 
about 25 years ago from Chicago 
where he had been in the lumber 








YELLOW PINE 


Boards, dimension flooring—plain and 
end matched; ceiling: siding: mould- 
ings; trim; box shooks and crates. 
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HARDWOODS 


TRADE -MARKED AND GRADE - MARKED 


Quality Lumber 


Yellow Pine and Hardwoods 


Kiln dried and properly graded. Selectively 
cut from own. forests. Manufactured in 
own modern mills. 


ae 








SOUTHERN HARDWOODS 


Oak, beech, hickory and gum pre-fin- 
ished flooring and other fabricated 
wood products. 











LUMBER [ofe} 


1APMAN, ALAB 
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Manufacturers 
Southern Hardwoods and Pine 





J. W. Wells Lumber Co. 


Montgomery I, Alabama 














H. B. Jordan, Gen. Mgr. 
C. W. Jordan, Sales Mgr. 


Clarke County Lumber Company 


Wholesale Ferest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabrieated Items. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 
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C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 
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Phone: L. D. 167 
Anderson Building 
THOMASVILLE, ALA. 
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525 CORBETT BUILDING—PORTLAND 4, OREGON 


C. F. Mimnaugh 


“If It's Made of Wood We Sell It” 
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LUMBER.--70)"F 440 West Coast Species 
F the & MILLWoRK at % % MOULDINGS ,y INDUSTRIAL CUT STOCK 
- %& FURNITURE DIMENSION STOCK 
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mber Window, Door and v 
Cellar FRAMES MOISTURE RESISTANT Soundbilt, as the 





name implies, is a 





Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P. 0. Box Ne. 85 

Great Neck, L. I., Crystal Lake, Il. 
New York 





PLYWOOD 






w ell - manufactured, 
quality-produced ply- 
wood. It comes from 
fine, old-growth logs. 
It is made in a mod- 
ern plant. Soundbilt 
is a@ name you'll be 
hearing more about 
as things get back to 
normal—so that more 








Soundbilt can be 
made available. 







Member Western Pine Asan. 








230 EAST F STREET , TACOMA 2. WASHINGTON 











FOR SALE 
HONDURAS ROSEWOOD LOGS 


& Inches & Up Diameter -- 6 Feet & Longer 


Tr. 
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Available for Prompt Shipment 


DIXIE LUMBER COMPANY INC. 


8201 FIG STREET, NEW ORLEANS, LOUISIANA 
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Backed by over 33 years of continued 
research and development. Guaran- 
teed Ranetite Products 
satisfied customers— 


BIGGER PROFITS! 


assure you 


For complete information on how 
you can cash in on the growing de- 


mand for Ranetite Products 


WRITE TODAY 


for catalog and liberal dealer 
discount offer. 





RANETITE MFG. CO. 


1917S. Broadway St. Louis 4, Mo. 











Orders Placed—Responsible Mills— 
Direct Shipment 


E. W. PRATT 


(Commission) 


BUYER and SHIPPING AGENT 
232-34 LEE BLDG. MEMPHIS, TENN. 
(Since 1925) 
SOUTHERN HARDWOODS 
Air dried or kiln dried. All grades 
and thickness. Straight or mixed cars. 


40 YEARS AT YOUR COMMAND 
Covering Southern Hardwood Territory 


SPECIALTIES 
Lumber, Timbers, Oak and Hickory 
Wagon and Bending Stock, Axe, Pick, 
Sledge and Hammer Handle Blanks, 
Ski Billets, Turned and Shaped Spe- 
cialties, Ball Bat Billets and Rounds, 














business. About 17 years ago he be- 
came associated with the late 
George E. Breece and T. P. Gal- 
lagher in lumber operations. 

Three years ago Mr. Sine formed 
the partnership with Lawrence 
Kearney in the Sine Lumber com- 
pany, operating mills at Holbrook 
and Flagstaff, Ariz. He was con- 
sidered by many as an authority in 
the distribution of lumber. 


J. F. Hummel, Illinois 
Lumber Retailer, Dies 
J. Fred Hummel, 81, W. H. Hum- 
mel & Son, Auburn, IIl., died May 9. 
His father owned W. H. Hummel 
& company which became W. H. 
Hummel & Son in 1905. He retired 
from business in 1942. ‘ 


Henry Simons Sr., Founder of 
Simons Lumber Company, Dies 


Henry Simons Sr., 87, founder 
and president of the Henry Simons 
Lumber company, Minneapolis. 
died May 13. He was also president 
of the Simons Lumber company 
and Simons Inc. 

Mr. Simons opened his first lum- 
ber yard at Chaska in 1892, ac- 
quired several other yards in Min- 
nesota and a millwork plant in 
Minneapolis. 


Companies Announce 

The new address of the DETROIT 
DISTRICT RETAIL LUMBER DEALERS 
ASSOCIATION is Room 200, 13544 
Woodward avenue, Detroit 3. The 
new phone is Townsend 9-8200. 


UNITED STATE PLYWOOD CORPORA- 
TION has under construction in 
Portland, Ore., a new plant where 
it will manufacture synthetic resins 
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Moulding and S4S Dimensions, Etc. 
Manufacturers 
PINE & POPLAR Bey 
LUMBER .\s 
Ssswe 
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sis mentor 
we LA GRANGE, GA. 





MANAGERS, district managers and other personnel of the Barton-Mansfield company, Jonesboro 


Ark., are pictured here at a company meeting in April. Beginning a little over 30 years ago, { 

the company now owns 27 retail building material and farm implement stores in Arkansas, 

Missouri and Tennessee. A complete home building service is provided for all customers, includ- 
ing an architectural department and finance company. 




















Ponderosa Pine 
Sugar Pine 
White Fir, Incense Cedar 


Lumber | 
Mouldings 
Cut Stock 


Tarter, Webster & Johnson, Inc. 


No. 1 Montgomery St., San Francisco + P. 0. Box 1731, Stockton, Calif. 
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C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer’s Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 




































































AROMATIC RED CEDAR LUMBER 
AROMATIC RED CEDAR POSTS 
AROMATIC RED CEDAR 











TAPERS & SQUARES 




















Established 1850 


Cross, Austin & Ireland 
Lumber Company 


1246 Grand St. Brooklyn 6, N. Y. 
Telephone Evergreen 8-9000 


Lumber - Timber - Millwork 





























AIR DRIED 


HARDWOODS 


KILN DRIED POPLAR 


EXCLUSIVE SELLING AGENTS: 


Notasulaa Lbr. Co., 
Notasulga, Ala 


Yost-Blackwell Lbr. Co., 
Ozark & Enterprise, Ala. 


PINE PLUME LUMBER CO. 


BELL BUILDING, MONTGOMERY, ALA. 
ESTABLISHED 1899 
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IMMEDIATE DELIVERY 


AMERICAN BOWSTRING WOOD TRUSSES 
REDUCE BUILDING COSTS 


Your customers won’t have to look for 
scarce labor nor incur costly delays. 
For, American has the skilled truss 
men and the production capacity to 


supply spans of any size immediately 





or on the date required. 


Send for FREE 


CATALOG 4 
25th Anniversary zac “ENV ENV 1922-1947 





AMERICAN ROOF TRUSS CO. 


Phone PLAza 1772 Phone ADams 1-4379 
6846 STONY ISLAND AVE. 242 W. SANTA BARBARA AVE. 
CHICAGO, 49 LOS ANGELES, 37 








POWER EQUIPMENT CUTS YOUR 
MATERIALS-HANDLING COSTS! 


KRANE KAR 
MOBILE 
SWING-BOOM CRANE 


1%, 2%, 5 & 10 Ton 
Capacities 


KKRAINE IKAIR 


MOBILE SILT: BOOM CRANE 


KRANE KAR speeds stack- 
ing, storing, feeding mills, 
loading and unloading 
freight cars, trucks, barges. 
KRANE KAR handles lum- 
ber, timbers, logs, poles, 
ties, gravel, cement blocks, 
pallet loads of brick, sheet 
rock, building plastics, pipe, 
lime, coal, clay products. 
KRANE KAR picks up, 
swings, carries and places 





loads of any shape or size 


Write for the above illustrated Bulletin No. 66 
showing KRANE KAR doing a variety of work 
in the Building Supply and Lumber industries. 


up to capacity limits. Pneu- 
matic or solid rubber tires. 
9 to 37 ft. booms or adjustable telescopic booms; Gasoline or Diesel. ONE man 
operates, ONE engine provides the power for Traveling and Crane service. 





THE ORIGINAL SWING BOOM MOBILE CRANE 
WITH FRONT-WHEEL DRIVE AND REAR-WHEEL STEER 


KORA 2%, 5, AND 10 TON UE KAUR 


IV IE 


SILENT HOIST & CRANE ni 860 63rd ST., BKLYN 20, N.Y. 
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(NO INCREASE 
IN PRICES! 


Yes, I'm holding down 
prices... to give my 
friends the dealers and 
wholesalers a chance to 
do as good a job of in- 
creasing sales in 1947 
as they did in 1946. 








Your jobber 
can give imme 
diate delivery on 
Durham's Rock 
Hard Water Putty — the 
powder-form plastic to re- 













pair walls, furniture, 

woodwork or plaster Just . ¥ DONALD 
mix with water and use DURHAM 
Will not shrink — sticks, COMPANY 
stays put. 1 Ib. or 4 Ib Des Moines 4 
cans. 25, 50, 100 Ib. drums. lowa 


The PLASTIC Repair Material 
in POWDER Form 





PROMPT SERVICE ON 
SAW REPAIRS 


We are continually adding new 
machines to increase production 
and give better service. Our new 
surface grinder, just installed, has 
increased our production on all 
repair work considerably. 
Cut-downs now take 30 days or 
less. 


All other repair work done 
promptly. 

Best equipped saw Factory in the 
South. 


J. H. Miner Saw Mfg. Co. 


Meridian, Etjcolocine! 
Incorporated in 1912. 


The Original Miner Service 



















Low Cost 
Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. 

Positive protection against Rot, Fungi, - 
Termites, Excess Moisture, etc. 

Formulations to meet all official specifica- 


tions. 
A profitable retail item for Lumber Yards. 





Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 





WHITE PINE Idaho--Ponderosa— 
California White 
Also and Sugar Pine 


Ced d 
Fir Wallboard West Coast Products 


William Schuette Company 
New York 


Office—41 East 42d St. PITTSBURGH, PA. 

















required for its own plywood plants 
and those of associated mills. The 
plant is expected to be in operation 
by the first of August. 


Appointments and Promotions 


WALTER H. GEBHART, vice presi- 
dent, Henry Disston & Sons, Inc., 
Philadelphia, was elected president 





Walter H. Gebhart 


of the American Supply & Ma- 
chinery Manufacturers association. 
He succeeds THEODORE F. SMITH, 
president, Oliver Iron & Steel com- 
pany, Pittsburgh. 


CHARLES W. JORDAN has re- 
turned to the domestic sales de- 
partment of the Scotch Lumber 
company, Fulton, Ala. Mr. Jordan 
was connected with Scotch lumber 
sales for more than ten years 
prior to 1943 when he left to enter 
the wholesale lumber firm of Clarke 
County Lumber company, Thomas- 
ville, Ala., with his brothers. Mr. 
Jordan will now be handling the 
sales of pine and hardwood lum- 
ber and timbers. 


PHILIP J. WALTHER has been ap- 
pointed assistant general sales 
manager of the Corbin Cabinet Lock 
division of the American Hard- 
ware corporation, New Britain, 
Conn. DONALD H. HUTCHINGS is 
now the sales representative in 
New England and eastern New 
York state for the company. 


WALTER GEIST was elected for 
his sixth term as president of the 
Allis-Chalmers Manufacturing com- 
pany. All other officers and direc- 
tors of the firm were re-elected. 





PAUL B. BERRY 


Whelesale —- Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars softwood boards 
and dimension KD or AD, ma- 
chined; also panels, shorts, cut- 
offs. 1 or more cars 5/8” and thick- 
er hardwoods, mostly 4/4" & 5/4” 





KD or AD. Send me your stock 
and price lists. 








SUGAR & WESTERN 
AGENCY 


PINE 


At AN ad @ ALiFORNIA 


SUGAR Ptcrn tember: 
PINE E 


Shop 


| California Ponderosa Pine | 
1 Mouldings and Cut Stock | 
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Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumbe: Dealers 
for 52 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Mos? 
Standard Specialties 








28 E. Jackson Bivd., Chicago 4, tli. 








Leose Leaf 


TALLY BOOKS 
Tally Sheets with 
Waterproof Lines — 
Send for Catalog of 
Lumber Yard Supplies 
Frank R. Buck & Co 
2183 Touhy Ave., Chieago 45, IH.. 

















Gillies Bros. & Co. Ltd. 


a BRASHIDE, ONTARIO, CANADA = 
Genine WHITE PINE strosus 
Air-Seasoned ® Water-Cured 


For 105 years, 1842-1947. Capacity 30 million ft. 
annually. 
Members N. W. L. D. Assn. 


All stocks exhausted until July, 1947. 








NEW DIESEL ENGINES 
75 H.P. CHRYSLER Industrial Power Unit 


6 Cylinder complete with batteries & 
TWIN DISC CLUTCHES 


OTHERS IN STOCK FROM 15 TO 2350 HP. 
ALJON DIESEL CO., INC. 





904 Pacific St. Brooklyn, N. Y. 
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ENTERPRISE SAWMILL MACHINERY 


Meets the demands of experienced operators for 
efficient, accurate production at low cost. .Solve 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 





Quality—built to tried and proven prin- 
ciples of design and construction for 
profitable operation. 
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is slow.... but 
the ONE-HANDED 


CS MMMRKUEL TACKMASTER 
ig TRIGGER FAST! 


EASY OPERATION—one hand 
does it! 


@Snug stapling point—staples 
can be driven along narrow 
edges and also reach inac- 
cessible places. 

@ Uses 2 sizes staples for light 
and heavier work. 

® Complete with Tack (Staple) 
Remover. 


PLEASE PLACE YOUR ORDER NOW 






































OREGON LUMBER 
COMPANY 


Baker, Oregon 


Producers and Manufacturers 


Famous "John Day" 
Ponderosa Pine 


Since 1889 


Under a sustained yield plan. New 
trees are growing as fast as we 
harvest the mature ones — insuring 


continuous operation for the future. 











SELLING THE PRODUCTS OF 
*THE McCLOUD RIVER LUMBER 


DISTRIBUTORS OF 





SPECIES 


COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


"Member of the Western Pine Associa- 
tion, Portland, Oregon. 





SHEVUN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 





Fe en Fe Woodorek 











PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR. (Genuine White) PINE 
(PINUS LAMBERTIANA) 








NEW YORK CHICAGO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 
Mehawk 4-9117 Telephone Central 9182 


SAN FRANCISCO 


1030 Monadnock Bldg. 


Exbrook 7041 
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